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.. You Can Build 
Sales With That 










Func to clean thoroughly the casing of a 
renewable fuse shortens its useful life. Point 
out to prospects that imperfect cleaning costs 
many extra casings — that a casing which is easily, 
thoroughly cleaned is far more apt to be cleaned. 








There are no obstructions to cleaning in a Jeffer- 
son-Union casing. The volatilized metal can be 
removed — easily, quickly. The fibre used is the 
strongest and toughest that long experience has 
found. And the fusible link is designed to reduce 
the amount of metal volatilized to a minimum. 
Misaligned or twisted fusible elements — an- 
other cause of ruined fuses — are avoided with 
Jefferson-Union Fuses. They cannot be assem- 
bled wrong. Many renewals, minimum yearly 
fuse costs are assured by Jefferson-Union Renew- 
able Fuses. 
















JEFFERSON ELECTRIC COMPANY 
Bellwood (Suburb of Chicago) Illinois 
Canadian Factory: 535 College St., Toronto. 
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Explosion-proof safety switch — Catalog No. 
54341. The enclosures are semi-steel castings 
with wide and carefully machined surfaces 
between box and cover. The cover is held in 
place by heavy corrosion-proof bolts. Pipe 
threaded conduit holes at top and bottom with 
extra pads on both sides for drilling other con- 
duit entrances. Built for single or double throw, 
not fusible, two and three pole, from 30 to 200 
amperes, 575 Volts.A. C.; 600 Volts D. C. 
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Explosion and fire hazards exist 
in practically every industrial plant. 
Often the owners and operators of 
these factories do not realize these 
hazards until it is too late. Electrical 
wholesalers—through their own sales 
force and through contractors—can 
serve their clients by locating these 
danger spots and suggesting the 
remedy. 

Square D builds both safety switches 
and automatic electric motor control 
to meet the requirements of the 
National Electric Code for Hazardous 
Locations—Class 1, Group D and all 
lower classifications. 

Many factories are renovating their 
electrical equipment—replacing the 
worn and obsolete. Now is a good 
time to check up on possible fire and 
explosion hazards. 

If you want engineering assistance 


CALL IN A SQUARE D MAN 
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Explosion-proof Switches 
Motor Control by 


QUARE 





Explosion-proof A. C. automatic starter — Class 
8532 BRI. Push button remote control; thermal 
overload protection and low voltage protection. 
Cast iron enclosure with wide and carefully 
machined surfaces between box and cover. 
Maximum polyphase ratings 5 HP, 220 Volts; 
7% HP, 440-550 Volts. This automatic starter 
can be supplied with start and stop push buttons 
in cover or with separate explosion-proof push 
button station. 
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OT since the heydays of ’29 have we stood 
N at the threshold of a new year and faced 
better opportunities for larger sales and 

better profits. 

During 1935 the electrical industry made sub- 
stantial progress towards genuine recovery. Con- 
sumption of electricity was the greatest in the 
country’s history, due largely to the increased 
use of electrical appliances in the home. Sales 
of incandescent lamps, both large and miniature, 
set a new all-time peak. Radio sales gained 25 
per cent. Modernization of industrial plants 
brought about the first real improvement in ap- 
paratus sales. Substantial gains were reported 
by manufacturers of lighting equipment, house- 


hold and commercial refrigerators, electric 
ranges, automatic heating and air-conditioning 
equipment. 


We have had previous spurts since the de- 
pression lows of early 1933, but heretofore they 
have been short-lived because business executives 
were chicken-hearted. They believed that the 
gains were temporary and there was no sincere 
effort to follow through with aggressive sales 
promotion. 

Today their psychology is entirely different. 
They confidently believe that, in spite of political 
uncertainties, we are now definitely on the road 
to recovery, that the improvement witnessed 
during 1935 will continue and accelerate in 
1936. They are preparing accordingly. Their 
plans include additions to factories, new equip- 
ment, added personnel, aggressive sales and 
advertising programs and new and improved 
products, 

These plans for developing more business will 
be directed to larger and more receptive markets 
in 1936. Electrical modernization will continue, 
but at a faster pace. Manufacturers will mod- 
ernize to increase plant capacity, also to reduce 
production costs to meet those of more efficient 
competitors. Residential construction promises 
to gain rapidly, and owners of old houses and 
apartments will be compelled to re-wire and re- 
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Take Inventory 


fixture if they are to hold their tenants. Appli- 
ance and radio should reach new sales peaks 
this year. Rural electrification will progress 
rapidly, providing an added market for wiring 
materials, lighting equipment and appliances. 

Thus the new year offers genuine opportuni- 
ties for larger sales and better profits. How- 
ever, the extent to which electrical wholesalers 
benefit from these opportunities will depend 
upon what they, themselves, do to increase their 
own sales and their own profits. Rather than 
content ourselves with a prophecy that 12 rosy 
months lie ahead, is it not far more practical to 
pause in our daily routine, to take careful inven- 
tory of what can and should be done to improve 
the lot of every man in the electrical wholesaling 
trade during this bright, New Year? 

“More Profits in 1936.” This is the hope of 
every wholesaler. It is also the hope of every 
salesman, stock clerk and delivery man, because 
each realizes that pay checks have to come out 
of gross margins. Will these hopes be realized? 

That depends, first of all, upon the sort of a 
job which each man does for his own house. The 
profits of the individual wholesaler also depend 
upon local market conditions, and upon the ex- 
tent and effectiveness of local coordinated selling 
programs. Also, the day has come when the in- 
dividual business man can no longer neglect his 
responsibilities as a citizen, unless he would see 
his profits confiscated by the tax collector. 


uus 1936 brings responsibilities as well as 
opportunities to every one engaged in the dis- 
tribution of electrical goods: opportunities for 
larger sales and better profits; responsibilities 
for creating more electrical sales, for stabilizing 
local markets, and for promoting further busi- 
ness recovery by demanding of Congress a re- 
duction of the tax burden. 
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HOW YOUR DEALERS CAN SELL THE 
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Four out of five housewives in your area 
are laboring with back-breaking, anti- 
quated electric irons scarcely worthy of 
the name. These are the ‘Forgotten 
4/5ths” . . . a big and worthwhile market 
for this speedier, easier, modern automatic 
iron. But how can your dealers sell this 


a market? 
OFFER . ae Here’s the answer ... and it WORKS! 
a ot For a limited time only your dealers can 


offer the Proctor and a handy Cord Support 
packed with it ... both for only $6.95 
and customer’s old iron. Now the success- 
ful “‘trade-in’’ value is made stronger by 
this rare combination appeal... and 
women simply can’t resist the bargain! 
It’s bringing amazing results to stores all 
over the country. 


YOUR CUSTOMERS ... 


1000 WATT PROCTOR AUTOMATIC IRON 
VALUE $7795 


PLUS PROCTOR’S HANDY CORD SUPPORT 
VALUE 75 


TOTAL VALUE $370 


95 and 








It’s a national promotion for your dealers 
now ... a sustained 7 weeks’ drive that 
will help them close their winter with a 
victory! Here is a splendid opportunity 
to round up your dealers on a special and 
profitable drive! Deals are also available 
on the 800 Watt No. 941 Proctor and on 
the 1000 Watt No. 930 Snapstand Speed 
Iron. Write us for the details. Proctor & 
Schwartz Electric Company, 7th & Tabor 
Road, Philadelphia. 











BOTH FOR® 










THE 1000 WATT Complete Promotion Campaign 
PROCTOR 940 AUTOMATIC Window and Counter Displays, 


Counter Leaflets, and a Complete 
Here’s The Iron They Can Sell! Set of Compelling Newspaper Mats 
Combining every advanced feature of efficiency, in Different Sizes. 

the Proctor is considered by the trade as the most 


outstanding iron. It’s the iron that will save cus- 
tomers many hours of ironing drudgery! The 


Proctor patented Dreadnought Super Heater con- 
centrates the heat in the soleplate and the Dial of 
Fabrics (showing fabric names) makes selection 
of correct ironing heat positive and easy. Cool 
cork handle, trouble-proof, permanent cord con- 


i oe d h lusi feat 
saraneias ciel ng ps ati cr alae - A U T O M A T I C 
isfied customers! 
IRONS - TOASTERS - WAFFLERS 
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Pick Your Dealer—Then Train Him 


One of the younger salesmen of the Northwest, 


who has successfully developed a group of live 


dealers in Oregon’s Willamette Valley, gives a 


four-step recipe, which he claims is “‘sure-fire”’ 


By RALPH TYNAN 


Dealer Supervisor, 


Westinghouse Electric Supply Co., 


Portland, Ore. 


HAT the sales manager is asking these days is 


\\ not: ‘“Let’s see vour orders.” 


know how that dealer down in 


making out with the line, and if not 
so good, why? Did we pick a lemon, 
or did we merely fall down on our 
job of school teaching? Those can 
be very disconcerting questions, not 
to be evaded by saying that the man 
was out and that we will sew him 
up next trip. 

Furthermore, the boss has a way 
of climbing into the car and going 
along on the trip to make certain 
first-hand observations. If he finds 
that the dealer is dumb, not a mer- 
chandiser, or is taking more interest 
in selling caterpillar diesels or bed- 
room suites than our line of house- 
hold electrical appliances, he seems 
to in some way blame the chap who 
picked and educated the dealer. 

Since many great activities are 


Centerville is 


now designated by letters, I have made free to 
select four non-conflicting ones to designate the 
lines of activity to be followed in connection with 
electrical appliance dealerships; namely, PSTH. 
These letters stand for: Pick your dealer; Sell 
him on the line ; Teach him how to sell it, and, finally, 
Help him to sell. I find that if I can do these 
four things satisfactorily, quotas have a habit of 


taking care of themselves. 

Picking the right dealer in a city is perhaps the 
hardest part, especially where the city is not large. We 
select but one dealer in a city and place our entire line 


with him. 





Ralph Tynan 


In selecting a dealer, we are taught to give 
most weight to five characteristics typifying his attitude 
He wishes to toward merchandising—and we are after real merchants. 
1. Is the type suitable (furniture, hardware, general 


store, etc.) ? 2. What merchandise 
of the higher class is now handled, 
and can it be made to team up with 
appliances? 3. Are location and 
appearance of the store favorable? 
4. Do they or can they put on out- 
side house to house salesmen? 5. Is 
the management of the aggressive 
type? 

Unless the prospective dealer can 
qualify in all five of these depart- 
ments, it is best to keep on looking. 
It is difficult, if not hopeless, for a 
distributor’s salesman to start opera- 
tions on a dealer who is not a mer- 
chant and has not already reached 
a considerable degree of success as 
measured by the foregoing qualifi- 
cations. 

Having settled upon the merchant 


o 




















with the right qualifications, it is then necessary to sell 
him our line and permit him to apply some yardsticks of 
his own. Perhaps he has never been in the electrical 
merchandising business. In smaller places, particularly, 
it is often necessary to develop such dealers. He must 
be shown that there is money to be made from electrical 
merchandise; that there is a real future, for example, in 
the sale of complete electric kitchens. 

If he has not been handling goods sold on the time- 
payment plan, the best argument right now is FHA. It 
represents a type of financing that has simplified the 
saelsman’s problem in that direction. With that type of 
dealer, who is already in business involving time pay- 
ments, I start in by emphasizing the completeness of our 
line and the public acceptance and popularity that go 
with it, and the fact that with the right merchandiser, our 
sales plans are almost failure-proof. 

Then comes the argument of ex- 
clusive franchise and its value to the 


break it down, methods of getting prospects and methods 
of closing. One of the greatest helps in this work is the 
film projector which I carry along on my trips. The 
films are furnished by the manufacturer, showing manu- 
facturing processes as well as sales demonstration work. 
As the film is turned one frame at a time, the views are 
really still pictures, but much more effective than old- 
fashioned lantern slides. The darkened room helps the 
spectators to concentrate. Then is the time to get your 
instructions over, because of the well-known fact that the 
eye retains more than the ear. 

In connection with the last letter of PSTH, it is neces- 
sary to help both the dealer and his sales force in con- 
nection with important sales. The amount of time that 
can be devoted to actual sales work in the dealer’s terri- 
tory will depend upon conditions. In my own case, it is 
more or less tied up with service 
work. This does not mean actually 
going out and actually performing 








merchant, and, finally, all I can give 
him as to style, quality, durability, 
performance, etc., together with the 
advantage to him of buying his com- 
plete electrical appliance line from a 
single source. 

The arguments having been gone 
over and the dealer signed up, the 
salesman’s real work starts. Mer- 
chandise is effectively sold on a plan 
developed by the manufacturer, 
adapted by the wholesaler to the 
local requirements and passed on to 
the dealer to put into effect in selling 
the public. The dealer has not only 
to become familiar with that plan, 
but he must know it forwards and 


Tynan’s Recipe for 
Meeting Quotas 


? ick your dealer ° 
Sal him on your line 
— him how to sell 


Hap him in his selling 


the work. But the territory is so 
large that a service man cannot be 
ready to go out at.any time from 
headquarters. So, when unusual 
problems of an operative nature 
come up they often wait for the 
dealer supervisor to come around to 
tell them what to do, and then have 
their general service man go out and 
attend to it. Therefore, the sales- 
man should know as much as he can 
of the technical end of the equip- 
ment, such as refrigerators, water 
heaters, ranges, radios, etc. The 
knowledge is always coming in 
handy. 

One of the most important things 





backwards. It is the salesman’s job 


which the wholesaler’s salesman has 





to see that he does know it. 

Our merchandising plan involves 
local advertising for one thing. Whatever the amount 
of this advertising, it must be budgeted. Where and for 
what shall the dealer’s advertising appropriation be 
spent? Obviously, it must be properly balanced as to 
season, and form—radio, newspaper, billboard and store 
identification. Many dealers, though successful, do not 
know much about this and have been using advertising 
indiscriminately. It is up to the salesman to help him 
coordinate it. But don’t get him to spend more than 
his business will warrant, even though the cost may be 
borne on a 50-50 basis between manufacturer and dealer. 

In most cases, we find that it is unwise to attempt to 
set up a year’s program in advance. Season to season is 
plenty often enough. There are too many changes com- 
ing up and too many unforeseen tie-ins that must be 
allowed for. For that reason, we as wholesalers see to 
it that'on all major items of advertising expenditure our 
O.K. is secured before the dealer goes ahead with it. 

In the training of the dealer’s sales force, both outside 
and inside the store, the wholesaler’s salesman has an 
opportunity to demonstrate his ability as a teacher. Reg- 
ular sales meetings must be held, and it is generally up to 
the salesman to organize and run these meetings until the 
dealer himself can begin to take the responsibility. 

I find that the best subjects to discuss are those having 
to do with sales resistance to the product and how to 
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to fight persistently is dealer mor- 

tality. In the case of our company, 
it is approximately 5 per cent per year. This appa- 
rently is fairly low. That it amounts to no more than 
this is due, first, to the careful selection of the dealer, 
and then to the frequent follow-ups and contacts that 
are made. These contacts, as I have shown, are directed 
toward making the dealer a better merchandiser in our 
electrical appliance line. The problem would be much 
simpler if his entire interests were centered in the electri- 
cal field. Unfortunately, in many cases, they are widely 
scattered. There are scores of others, in other fields, who 
are fighting for his dollar. Electrical appliances, useful 
as they are, handsome and intriguing as they are, will 
not alone hold the dealer’s interest and enthusiasm unless 
the wholesaler’s salesman is continually pumping en- 
thusiasm into him. Leave your best dealer alone for 
awhile and see how quickly he will begin to tend his other 
irons and let yours grow cold. 

In conclusion, to be an appliance salesman, dealer, 
dealer supervisor, or sales manager these days means a 
lot of hard work for everyone; thinking through all the 
time, from one phase of the subject to another as far as 
we are individually capable. So I must confess that at 
times I scarcely see that magnificent Northwest scenery 
as I climb from sea level up to 5,000 feet over the 
highest passes of the Cascades in covering my territory 
in western Oregon. 
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A Wholesaler 


And reduces errors in packing and shipping by 22 per 


cent. 


Co., Cleveland, can now point with pride to an example 
of modern lighting right in their own warehouse 


TEP up the foot candles and stamp out most of the 

mistakes! John J. Bohning, electrical buyer and 

director of the George Worthington Co., Cleveland, 
has been preaching that doctrine to customers for a long 
time. Now he has taken his own medicine and likes it. 
With errors in the shipping department reduced by 22 
per cent since the installation of new lighting, he has 
reason to be pleased. 

After but a few months of use, an accurate figure of 
the saving in dollars and cents is not available, but an 
estimate places it at $75 a month. This is effected through 
a reduction of mistakes in filling and checking orders, 
addressing, and increased production resulting from 
greater speed by the men. 

In the shipping room items from all sections of the 
building are assembled for the final checking, packing 
and addressing. Many of the packages are poorly labeled, 
so the reading is difficult. A still tougher job is that of 
deciphering the hand-written orders sent in by the 100 
salesmen. This must be done, however, as the list on 
the order must tally with each item to be shipped. As 
orders must go out when promised, the men are obliged 
to maintain both speed and accuracy. Consequently ade- 
quate lighting is as important to them as it is to workers 
in factories or offices. 

Due to the wide use of excelsior and similar packing 
materials, the problem of dust and dirt settling on lighting 
units was one that had given trouble in the past. There- 
fore, in planning the new lighting, it was necessary to 
select a unit that could be cleaned easily. Regardless of 
the type of reflector, it must be free of dirt to main- 


Installs 
Better Lighting 


Also, the salesmen of the George Worthington 


A view of the shipping room with the new units providing 20 footcandles 














tain its lighting efficiency. 

It was decided to employ a 
20 inch, glass-steel type diffuser 
with a 500 watt lamp. The 
lower part of the head, the dif- 
fuser and the bulb are all one 
unit. Spaced at 10 foot inter- 
vals over each aisle, there are 
54 of these units in the depart- 
ment. The unusual advantage 
of this reflector is that it can be 
removed by a device operated from the floor, thereby 
eliminating the need for a ladder. As this is a quick, sim- 
ple, troubleless operation, units are cleaned frequently. A 
reflector can be taken down, washed and replaced in two 
minutes. During the removal process, there is no necessity 
for a current shut-off nor will an arc occur. 

The changing device is available in several lengths de- 
pending on the height of the mounting from the floor. 
Four rubber covered arms or “graspers” firmly hold the 
lighting unit. A small crank located on the handle at 
the opposite end of the pole is used to tighten or loosen 
the “graspers.” After these have been tightened about 
the fixture, a quarter inch turn to the left separates the 
two parts of the hood and down comes the unit. To re- 
place the reflector, the operation is reversed. A strong 
spring holds it in place. , 

It has been the experience of the shipping department 
that if the reflectors are washed—not wiped—once a 
month, the efficiency of the units will not be reduced. This 
job can be done by one man in two hours’ time. 
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and replaced in two 
minutes 
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A Two-Man 


Sales Team 


The wholesaler’s salesman knows his customers; 


the manufacturer’s field man knows his products. 


When these two salesmen pool their resources, each 


man is able to produce more and larger orders 


EAMWORK between a whole- 

saler’s salesman and a manu- 

facturer’s field man can be 
mutually profitable, provided it is 
based upon a sound understanding of what each man 
must contribute to the temporary partnership and what 
each can expect to get out of it. 

The wholesaler’s salesman usually knows of many 
promising prospects who need some sort of specialized 
attention which he cannot give because of the natural 
limitations of his job. After all, he must try to sell 
many different lines, totaling thousands of items; on top 
of that, he has to do a great deal of unproductive work. 
One day he may teach a dealer how to dress a window. 
The next morning may be wasted attending to a speeding 
summons for a careless customer. No wonder he has all 
too little time for the important business of selling, and 
few spare moments to study the products he sells. 

This is where the manufacturer’s man steps onto the 
stage. His missionary work covers from one to a few 
hundred items, all closely related in any particular case. 
His factory provides him with explicit data about the 
design, manufacture, commercial application and selling 
of each item. He is a specialist. And he is prepared to 


By MALCOLM S. MacNAUGHT 


formerly Sales Representative, 
Bryant Electric Co. 


give technical assistance to any 
wholesaler’s salesman who wants it. 

If these two men were to spend 
a day calling on the trade together, 
then sat down and drew up a “profit and loss’ state- 
ment, it might look something like the one shown below. 

In my own work, I have tried to build up a system of 
cooperation which would stimulate sales, eliminate the 
danger of friction between one wholesaler and another, 
and give me a real chance to assist my wholesaler’s sales- 
men. This system is simple enough, as the following 
outline will show. 

1. Usually, I asked the wholesaler’s salesman to act as 
the “guide,” scheduling our time together so that we 
could make as many calls as possible upon customers 
who, in his opinion, needed specialized sales attention. 
In addition to accounts which merely require some tech- 
nical information, there are two every-day cases where a 
field man can be very helpful. 

First, almost every salesman has customers who buy 
most of their supplies from him; but he may lose business 
on some special lines which the customer demands and 
his company cannot supply. It was my job to sell these 
customers on our line, if they were using competitive 





Profit and Loss Statement From a Day of Cooperative Selling 


THE WHOLESALER’S SALESMAN 
Profit 


A. Has secured orders he might otherwise have lost 
to a better-informed salesman. 


B. Has flattered his customers, or aroused their in- 
terest, by bringing in a specialist to discuss their elec- 
trical problems. 

C. Has learned more about specific products than he 
ever could learn from books or catalogs even though 
he might devote considerable time to studying them. 


D. Has earned the gratitude of the field man, who is 
human enough to take pleasure in passing along future 
orders or hot tips to a friendly wholesaler’s salesman 
rather than handing them to one who will not co- 
operate. 


Loss 
A. Nothing! 


THE MANUFACTURER'S FIELD MAN 
Profit 


A. Has had a friendly introduction to each customer, 
making his day’s work much more productive than if 
he had been making “cold-turkey” solicitations. 

B. Has received definite suggestions about the items 
to be discussed on each call, enabling him to get maxi- 
mum results in each case. 

C. Has earned the friendship of his companion, 
which he needs because his success depends almost 
entirely upon the good-will of his wholesaler’s sales 
forces. 

D. Has had a hearing from customers who might 
have refused to spare him a single minute if he called 
alone. 

Loss 

A. Nothing! 





ELECTRICAL WHOLESALING — January 1936 














material, so that the wholesaler could make a 
clear gain in his sales volume. 
Second, every wholesaler’s man is trying to 


break into unfriendly accounts. In that case, 
I tried to present my own line—or some 
items of it—so effectively that the resultant 
sales would act as an opening wedge for the 
sale of the wholesaler’s general line. 

2. This does not mean that I tried to shift 
an account from one wholesaler to another. 
No field man would attempt to do that. If 
my companion suggested a call on the Smith 
company, and I had already been there with 
a competing salesman or knew that one of 
our other wholesalers sold that company reg- 
ularly, I frankly stated the facts and sug- 
gested that we skip that call. That was sound 
ethics; besides, there were always plenty of 
unattached accounts where cooperative calls 
could be translated into clear gain for both 
the wholesaler and myself. 

3. It was my duty to make the best possible 
impression upon my companion’s customers. 
That meant, first of all, careful attention to 
personal appearance. But it also meant that 


ORE than ten years of close asso- 
ciation with electrical wholesalers’ 
salesmen have given Malcolm S. Mac- 
Naught an exceptionally broad insight 
into their problems. 
from the 
Technology in 1924, Mr. MacNaught 
conducted his own contracting business 
in Boston, later going to New York 
where he joined the contracting firm of 
the Hixon Electric Co. in the capacity 
of manager. 
In 1932, Mr. MacNaught became a 
member of the sales organization of the 
Bryant Electric Co. and for the past 


After graduating 
Massachusetts Institute of 





Malcolm S. MacNaught 


three years has worked closely with its distributors in New England and 
metropolitan New York. On January 1 he resigned to join the business 
staff of “Electrical Wholesaling” as eastern representative. 

Mr. MacNaught’s intimate contacts with wholesalers’ salesmen, both as a 
customer and a supplier, have impressed him with the necessity for manu- 
facturers’ representatives and wholesalers’ salesmen looking upon each 
other as partners and coordinating their selling efforts accordingly. 





I must be sure of my facts before entering 
a customer’s office. Before each call, I asked 
for suggestions about the items I should discuss. If I 
did not know the prices offhand, or needed to brush up 
on catalog numbers or sales features, I referred to my 
catalog and data sheets at once. After all, if I was 
introduced as a specialist and then had to fumble through 
my catalog in search of simple information most cus- 
tomers would conclude that I knew too little about my 
line to be able to tell them anything worth while. 

4. I used every sales talk as a two-edged sword. First, 
I tried to sell my line to the customer. Second, I talked 
about the same item, or group of items, on several calls 
in the hope that through repetition the wholesaler’s sales- 
man would learn that particular story thoroughly. This 
was of prime importance, for I wanted him to repeat 
that identical story to all his customers, and profit from 
the sales I knew it would make. 

5. Repetition had another use. I assumed that the 
salesman and his customers would see our advertising 
in trade papers, so whenever possible I talked about 
material which was included in our current advertising. 
Whatever I said would be emphasized by the printed 
words, giving my story two chances to make an impres- 
sion. I believe wholesaler’s men can use this same 
method effectively in their every-day work. 

6. My talks were also based on other advertising ma- 
terial, such as envelope stuffers and counter displays. I 
tried to persuade each customer to use these sales helps 
as a means of building up his own business and, inci- 
dentally, that of the wholesaler and of my own factory. 
Usually, this material is carefully prepared and it is 
unfortunate that so little effort is made to get it into the 
hands of the ultimate consumer. 

7. In the course of our calls, I studied my companion’s 
strong and weak points, with two thoughts in mind. 
First, some men took an engineering attitude in their 
selling, ignoring merchandising almost entirely; others 
stressed merchandising above all else. The engineering 
type quickly learned the technical points about a cord-set, 
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for instance, but I had a man-sized job on my hands to 
interest him in the merchandising features and to con- 
vince him that he should make his sales talks well- 
balanced. On the other hand, I stressed manufacturing 
details and test data to the merchandiser, for the same 
purpose. 

It should be noted that many wholesalers are now 
asking their appliance salesmen to sell supplies as well. 
These men are good merchandisers, but need technical 
knowledge, and it must be given to them in the simplest 
possible way, for many of them have had no past expe- 
rience with electrical material or wiring methods. 


ECOND, I wanted to know my companion’s strong 

points. He might not know much about switches and 
receptacles, but if he had an expert knowledge of some 
other kind of electrical material I might be of future 
value to him. A recent experience will illustrate how 
this works out. One of my customers wanted some spe- 
cial information about wire. I could not help him, but 
I turned the lead over to a wholesaler’s man who, I knew, 
had made a detailed study of wire and cable. Asa 
result, he opened a new account, picked up a good initial 
order, and is assured of repeat business. 

8. When we walked out of a customer’s store, our 
work was not done. Two heads are better than one. 
So I made it a practice to ask my companion for a crit- 
icism of my talk, and gladly accepted his suggestions for 
improvement. His comments usually gave me an open- 
ing to offer my criticism of any talking which he had 
done, not only on my own line but on other lines as well. 
If I did not get the point of something he said, there was 
a good chance that his customer had misunderstood him, 
too, and my suggestions for a change in wording or a 
different approach to the sale might be valuable. Han- 
died in a friendly spirit, these brief post-mortems were 
mutually profitable. 


9. At the end of the day, I made (Turn to page 48) 
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The Colonial Room with fixtures and sconces of that day 
displayed amid an attractive period atmosphere 


Helping the 





The unique lighting studios, liberal 
sales policy and educational program 
of the People’s Electrical Supply Co. 
of Baltimore are all part of a carefully 
worked out plan to develop the elec- 
trical contractor as a salesman of 
adequate lighting and quality fixtures 


Contractor To 


Sell Better Fixtures 


66 ONCENTRATE on selling better lighting and 
you will sell more and better fixtures.” Sum- 
marized in a single sentence, that may be con- 

sidered as the keynote of the lighting sales policy of the 

Peoples Electrical Supply Co. of Baltimore. Certainly 

it is the guiding philosophy of F. R. Dixon, Jr., who is 

going places with a lighting department that, in its pres- 
ent form, is only a year old. 

It was towards the end of 1934 that Peoples Sup- 
ply decided they should do something about their lighting 
sales. They were convinced that the buying public was 
becoming definitely lighting conscious. The growing 
success of the modernization drive and the revival of 
building pointed to new and better fixture business. 
They were determined to get their share. 


One end of the long foyer is devoted to crystal units and 
commercial fixtures. A display of floor lamps and a few 
easy chairs give the desired attractive effect 


So they laid their plans. Schooled by depression sell- 
ing, they were going to take nothing for granted. They 
planned to secure business by creating it, by offering the 
most in value and services to the lighting prospect. 

The most logical first step was to find the right man to 
organize and run the department. This special job ob- 
viously required the services of a specialist, so they 
offered the assignment to Mr. Dixon. A long period of 


Another end of the foyer features additional com- 
mercial units, table lamps and wall brackets. Chairs, 
drapes and a mantel furnish the background 


























































service with the Consolidated Gas, Electric Light and 
Power Co. of Baltimore in the role of manager of the 
lighting department had qualified him for the task. In 
addition, he had to his credit a short period of sales ex- 
perience with a fixture manufacturer. 

Mr. Dixon took the job and laid his plans. Here was 
an opportunity to put into concrete form his cherished 
ideas concerning the proper way to build a lighting fix- 
ture business. He lost no time in putting them in oper- 
ation. 

The first step was to convert the entire second floor of 
the company’s headquarters at 351 North Gay St. into a 
lighting studio, worthy of the name. The space was 
divided into six rooms of normal size opening off one 
side of a large foyer, which runs the entire length of the 
building. 

The purpose behind this arrangement was to display 
fixtures amid surroundings that would approximate, as 
nearly as possible, the atmosphere of the home. It was 
Mr. Dixon’s idea that such a plan would not only sim- 
plify the job of selection for the prospective purchaser, 
but would also tend to make the sale more certain. With 
the proper background to set them off, it would make 
easier the sale of quality fixtures. Lastly, it would sell 
the prospect on the idea of the proper kind of modern 
lighting for his home by demonstrating its beauty and 
effectiveness under the equivalent of home conditions. 

The first room has the general flavor of a Georgian 
dining room. An electric fireplace and comfortable easy 
chairs, together with a mantelpiece and wall paper, prop- 
erly styled, provide an appropriate setting for the proc- 
ess of fixture selection. Ceiling units are of Colonial 
style, with some provincial reproductions included. Wall 
brackets, displayed around the room, are of the same 
style. 

The next room is devoted to various period designs, 
including French, 
Empire, Federal 
and others. 

The third is 
known as the con- 
tractor’s room. It 
harbors a miscella- 
neous collection of 
fixtures, chiefly in 


This doorway is typical of the 
entrance to each of the six rooms. 
Colonial lanterns suggest the fix- 
tures within the room 





room. 
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atmosphere. 





Bedroom, breakfast room and relative types of fixtures are concentrated in this 
A recessed ceiling aids in displaying pendent and close-fitting types 






















This room is devoted to a display of period fixtures 
of various styles. Easy chairs, a table and a lamp 
“urge” the prospect to make a careful selection 


the lower-price range, for customers seeking replacements. 

The fourth is also of a miscellaneous nature, but fea- 
tures units of better quality. 

The fifth is devoted to bedroom fixtures. 

The sixth is divided into two parts, with kitchen units 
occupying one section and bathroom fixtures the other. 

In each of these studios, a real attempt has been made 
to set off the fixtures to advantage with the appropriate 
in wall paper, chairs, tables and lamps providing a home- 
like setting. Naturally, some compromise with the ideal 
was necessary to display a large variety of designs in a 
limited space. Fixtures are wired in groups so that each 
particular type may be switched on without any eye 
interference from a somewhat different design. 

The bedroom has a recessed ceiling for the pendant 
type of fixture. The lower ceiling is fitted with the ceil- 
ing units. This enables each to be shown to the best 
advantage. 

The long and spacious foyer is loosely divided into 
two parts. One section is devoted to a moderately priced 
display of crystal chandeliers, the other, to commercial 
units. Lamps, wicker furniture, a mantel, two or three 
radios and several overstuffed chairs create the desired 
(Continued on page 26) 




















Social Seeurity Legislation 


I. 


Unemployment Insurance 


A summary of the provisions of State and Federal laws which, start- 


ing with a one per cent tax in 1936, will eventually place a 10 per 


cent tax burden on employers’ payrolls and employees’ income 


HE Federal Social Security Act 

i is now in effect. Starting this 

month, every employer of eight 
or more persons must set aside, on each 
pay day, a sum equal to one per cent 
of his total payrolls, in order that he 
may have funds with which to meet his 
1936 unemployment insurance tax, pay- 
able next January. Furthermore, his 
selling prices must, in many cases, be 
adjusted upward immediately in order 
that his gross margins will be sufficient 
to cover this new expense. 

This one per cent Federal tax is only 
the beginning, however. The Federal 
law must be considered in conjunction 
with various State laws, and next year 
new taxes for old age benefits become 
effective. Combined taxes under the 
Federal and California laws, for ex- 
ample, will reach a peak of 10 per cent 
of total payrolls in 1949. 

There are several features of the law 
concerning exemptions, credits and bene- 
fits, which should be clearly understood 
by every employer. These are brought 
out by the answers to the following 
questions, which have been prepared by 
an accountant who is an authority on 
this subject. 

1. What is the purpose of the Federal 
law? To compel all states to pass stand- 
ard unemployment laws. 

2. When did the law take effect? On 
January 1, 1936. 

3. What are the rates of the tax? 

1% of all salaries and wages paid 
in 1936. 

2% of all salaries and wages paid 
in 1937, 

3% of all salaries and wages paid 
in 1938 and thereafter. 

4. Who pays the tax? Every em- 
ployer of eight or more individuals em- 
ployed on 20 or more days during the 
year, each day being in a separate cal- 
endar week. 

5. Is the employee taxed? No, this is 
an excise tax levied on the employers’ 
total payroll. 

6. When must the first returns be 
filed? Early in 1937. 

7. Where must they be filed? With 
the Collector of Internal Revenue of the 
district where the principal place of 
business is located. 

8. How may payments be made? As 
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a single payment, or in four equal in- 
stallments. 

9. What classes of employment are 
exempt? 

1. Agricultural labor 

2. Domestic service in a private 
home. 

3. Officers and crews of vessels 
on the navigable waters of 
the United States. 

4. Individuals in the employ of 
son, daughter, or spouse, also 
children under 21 in the em- 
ploy of their parents. 

5. Public employees; Federal, 
State and local. 

6. Employees of certain specified 
non-profit institutions. 

10. What credits are allowed for pay- 
ments to State Unemployment funds? 
In computing the Federal tax the em- 
ployer may deduct a credit not to ex- 
ceed 90 per cent of the taxes paid to 
the States. However, State taxes on 
employees’ wages, as distinguished from 
employer’s payroll, may not be credited 
against the employer’s Federal tax. 

11. What additional credits are al- 
lowed? After 1937 additional credit is 
also allowable to any employer who, 
because of favorable employment ex- 
perience or adequate reserves, is per- 
mitted by the State law to reduce his 
payments, subject to certain conditions. 


12. What States have already enacted 
Unemployment Compensation Acts? 
Alabama, California, Massachusetts, 
New Hampshire, New York, North 
Carolina, Oregon, Utah, Washington, 
Wisconsin, also the District of Colum- 
bia. 

13. Does the Federal tax apply in all 
States? Yes, the employer must pay 
the Federal tax regardless of whether 
or not the State in which he is located 
has enacted a State Unemployment Com- 
pensation Act. 

14. Can employees in all States re- 
ceive unemployment benefits? No. Only 
employees specifically insurable in those 
States which have enacted State Un- 
employment Compensation Acts, ap- 
proved by the Federal Social Security 
Board, are eligible to receive unem- 
ployment benefits. 

15. What benefits will employees re- 
ceive? The amount to be paid employees 
as compensation during periods of un- 
employment are to be determined by the 
laws of the various States, likewise the 
periods for which compensation shall 
be paid. 

16. How will unemployment compen- 
sation relief be paid? By the States, 
provided taxes have been paid for two 
years. 

17. How does the Act define wages? 
“Wages” are defined as all remunera- 


FEDERAL AND CALIFORNIA SOCIAL SECURITY ACTS 


— 


Per Cent of Pay Roll 
n WwW fone N @O O O 


a 


insurance and old 





Total taxes levied on payrolls 
of employers and wage incomes 
employees for unemployment 


e benefits 


0 
1935 1936 1937 1938 1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 


ELECTRICAL WHOLESALING — January 1936 














Employers 

State Covered 
Alabama Employer of 8 or more 
within each of 20 weeks 
California Employer of 8 or more 


within each of 20 weeks 


District of Employer of 1 or more 


Columbia 


Employer of 8 or more 
within each of 20 weeks 


Massachusetts 


Employer of 4 or more 


New Hampshire 
within each of 13 weeks 


New York Employer of 4 or more 


within each of 13 weeks 


North Carolina Law not detailed yet 


Oregon Employer of 4 or more 
within each of 20 weeks 
Utah Employer of 4 or more 
Washington Employer of 4 or more 
within each of 13 weeks 
Wisconsin 1936: Employer of 8 or 


more within each of 18 
weeks 


Provisions of State Unemployment Insurance Laws 


Taxes on Wages of 
Manual Laborers 
and All Others 


Earning 


No Exceptions 


No Exceptions 


No Exceptions 


$2,500 or Less 


$2,500 or Less 


$2,500 or Less 


No Exceptions 


$2,500 or Less 


No Exceptions 


$3,000 or Less 


Taxes Payable By 


Employer Employee 
0.9%, 1936 
1.8%, 1937 1% 
2.7%, thereafter 
0.9%, 1936 0.45%, 1936 
1.8%, 1937 0.90%, 1937 


2.7%, thereafter 1% thereafter; not to ex- 


ceed 50% of general 
Employer rate. 

1%, 1936 ; 

2%, 1937 None 

3%, thereafter 

1%, 1936 Less Fed- None, 1936 

2%, 1937 eral amt. 1%, 1937 

3%, thereafter not Thereafter 50% of amt. 

credited contributed by employer 
1%, 1936 0.5%, 1936 
2%, 1937 1% thereafter; not to ex- 


ceed 50% of 
Employer rate. 


3%, thereafter general 


1%, 1936 

2%, 1937 None 

3%, thereafter 

0.9%, 1936 0.5%, 1936 

1.8%, 1937 1%, 1937 and thereafter 


2.7%, thereafter but never to exceed 50% 
of general employer rate 
3% during an employer’s 
first 2 years of contribu- 
tions 


3% in 1936 and 1937 but 

may he 1% or 2% ac- 

cording to Federal Re- 1 
serve production index; 

3% thereafter 


2% through 1937 
2.7% thereafter 


None 


SV 


None 

















tion received for employment including 
the cash value of all remuneration paid 
in any medium other than cash. 

18. Is an elaborate system of records 
necessary? The only amendment of 
existing payroll records that will be re- 
quired is one that will permit the ab- 
stracting quarterly, onto a form, of in- 
formation for each employee whose 
wages are subject to the tax. The em- 
ployer should create (for each em- 
ployee) a card which will fully describe 
each employee, give his occupation, date 
of birth (this will be required by the 
State) and rate of pay. It should take 
postings from the weekly or semi- 
monthly payment records so as to ac- 
cumulate, by quarters, the time worked 
and the amount which is paid to each 
individual. This will give all data for 
quarterly returns for the State, also 
data for the Federal return. 

19. Is the tax to be paid to one State 


when resident employees are engaged 
outside of the State? The State laws 
generally provide for the tax to be paid 
in behalf of all residents of the State. 
Employers will thus pay taxes to two 
or more states for such employees, de- 
pending upon the conditions involved. 
20. Is the tax payable on wages 
earned or paid in 1936? The tax is 
payable on the wages earned in 1936 
before any deductions for obligations, 
purchases, etc. Thus, if an individual 
earns money in 1935 which is paid to 
him in 1936, the tax will not be paid 
on that sum. In many instances, it is 
advisable to review employee bonus re- 
lations and insure the minimum basis. 
21. May a non-resident of the State 
obtain benefits from the State? The 
State will pay to all eligible unemployed 
persons the amount provided by the 
statute, without discrimination as _ to 
residence, provided that they have been 
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employed by an organization paying the 
tax. Thus a resident of one state work- 
ing in another may be eligible for in- 
surance in two states. 

22. Is an officer of a corporation an 
employee and can he secure benefits? 
Under the Federal law, the tax must be 
paid on officers’ salaries for the full 
amount drawn by them, and under the 
State law for the amount paid them if 
they are non-manual workers. If tax is 
paid to the State for such an officer, he 
is an employee and secures insurance. 

23. What may employers of less than 
the required number of people do in 
order to secure insurance for their em- 
ployees? The State law provides that, 
at his option, such an employer may 
pay the tax and thereby secure the in- 
surance for his employees. Some em- 
ployers plan to do this in order to lessen 
the possibilities of turnover. 

(Continued on page 24) 
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Presenting: 


“Before and After Taking” 


A satiric dramatization of the “chiseling” problem as produced 
before the footlights by the Ben Franklin Club at the recent 
meeting of the Pacific Division of the National Electrical 
Wholesalers Association, held at Coronado Beach, Calif. 


ACT I 


Office of Chisel and Chisel Wholesale 
Electric Co. Art Chisel sitting at his 
desk. Enter Bill, the peddler. 


Bill: Hello, Art. How’s business with 
you? 

Art: I don’t have any kick coming. 
Bill: I can’t dope it out how you get 
by in this joint. You don’t carry any 
stock to speak of and nobody ever 
heard of the brands you do carry. By 
the way, Art, I just got a line on a 
bunch of material that might interest 
you and here is the pay-off, I can let 
you have it for about 20 cents on the 
dollar. 

Art: Well, spill it. What’s the dope? 
Bill: You remember the boat that sank 
at the harbor about six months ago? 
Art: Sure, I remember. What about 
it? 

Bill: They salvaged a bunch of conduit 
and wiring devices and the boss made a 
buy on the lot. Some of the pipe shows 
a little rust, but it is mostly in the in- 
side where no one will see it, but the 
schedule material was dried out and you 
would never know it had taken a swim. 
Art: That’s great! I have a bunch 
of customers who have been squawking 
for cheap prices so here is a chance to 


give them the works, both ways. 
(Phone rings. Art answers) Hello. 
Yes, this is the Chisel and Chisel 
Wholesale Electric Co., Art Chisel 
speaking. You want some _ half-inch 
conduit? Black? That’s the cheapest. 


—QOh, must be galvanized, huh? How 
much do you want? Oh, you want 260 
ft. Hold the line a minute, please. 
(Calls to man back-stage—holding hand 
over receiver) Heh, Bill, how much 
half-inch galvanized conduit have we 
got in the rack? 

Ans. from rear: We ain’t got but 20 ft. 
Art: When do you have to have that 
half-inch? This afternoon? Fine. We 
will have it out for you. We just 
placed an order for a train load of pipe 
and the boys are unloading a carload 
right now. You can always depend on 
us for stock and you know our prices 
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Cast of Characters 





Art Chisel, manager of Chisel & Chisel 
—Art Cole, Waters Genter Co. 

Bill the Peddler—Bill Wilt, 
Mfg. Co. 

Mark Getzem, manager of Getzem Whole- 
sale Electric Co—Mark Markee, In- 
candescent Supply Dept. of General 
Electric Co. 

Salesman—Cy Larsen, Hubbard and Co. 

Sales Manager—Joe Sines, Sines & Board- 
man, representing Triangle Conduit 
Co. 


Bussman 





Act I—Office of Chisel & Chisel Electric 
Co. 
Act Il—Office of Getzem Wholesale Elec- 


tric Co. 
Act I1]—Business Meeting of Ben Frank- 
lin Club 





can’t be beaten. (Hangs up receiver) 
Now where in the hell am I going to 
pick that pipe up? (Phones Getzem 
Electric) Hello, Getzem Electric? This 
is Art Chisel. How about letting me 
have 1,000 ft. of half-inch galvanized 
pipe? We have a car in but it must 
have been held up by the longshore- 
men’s strike, or something. I got to 
have this this afternoon for a pet cus- 
tomer. Okay, thanks, I’ll pick it up this 
afternoon with those switches you said 
you could let me have. (Hangs up) 
Bill: Who is this pet customer you are 
working over now? 

Art: Qh, it’s the Buyem Electric Co. 
Getzem had their business 100 per cent 
but I got them coming my way now 
with some specials we had to offer and 
you know what can be done with special 
discounts or allowing a cash discount a 
few days after the tenth of the month. 
Bill: What do you do when these birds 
insist on some special brand of mate- 
rial that the architects specify or the 
engineers of the industrial plants calls 
for? 

Art: Well, in that case, we do our 
damndest to get them to change to what 
we carry. If we are lucky, we make a 


nice piece of jack, thanks to you and 
some of your buys; if we don’t make it 
stick, we can always pick it up from 
some of the gang that does carry the 
right brands. (Phone rings) Hello, 
yes, this is Art Chisel speaking. Oh 
h-e-l-l-o, J-o-e. You say we were low 
bidders on that turn lock business. How 
come? All bids were the same at 
$1,000.43 except ours, which was 
$1,000.34. Well what do you know about 
that. My stenographer must have made 
a typographical error in transposing 
those last two figures, but we will stand 
the loss. Thanks for the order. (Hangs 
up) Well, Bill, I got to get busy and 
do some phoning to see where I can 
pick up that turn lock material for the 
District. 

Bill (Getting up to leave): Well, so 
long, Art. I'll be seeing you next trip. 
Art: So long, Bill. 

(Phone rings—Art answers) 
Art: Hello, yes, this is Art Chisel— 
what, all at once? Well, all right then. 
400 ft. No. 10 black wire. Yes, sure 
we got it. Well, what job is it for? 
You know we have to ship to the job. 
Yeah, we trust you all right, but we’ll 
still ship to the job. (Enter Cy Larsen, 
manufacturer's agent. Cy listens atten- 


tively) Consolidated Apartments on 
14th St. Okay. We'll get it there. 
Goodbye. (Hangs up but hasn't yet 


seen Cy) Hey, Bill, that was Izzy 
Fickelstein. He wants 400 ft. of No. 
10 black. Have we got it? 

Answer (Off stage): We got 355 ft., 
but it’s in three pieces. 

Art (To himself): 355 ft. Wonder if 
I ought to pick up 45 ft. for that punk. 
Guess I'll see if he can’t use what we’ve 
got. (Dials number on _ telephone) 
Hello, Mrs. Fickelstein, is Izzy there? 
Oh, he is? What time does he get 
home from work? About eight o’clock? 
Oh. Well, this is Chisel and Chisel. 
He just gave us an order for 400 ft. 
No. 10 wire for that apartment house 
job and I wondered if he could get by 
with 355 ft. You say he figured the 
job close. Oh, his work sheet shows 
500 ft. All right, we’ll deliver it. 
Thanks. Goodbye. (Hangs up) (Cy 
has been making notes in memorandum 
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book which he hastily pockets as Art 
hangs up receiver) 

Cy (Steps up to Art): Good morning, 
Mr. Chisel. My name is Larsen. I’m a 
sales engineer for the Hot Shot Agen- 
cies, manufacturers’ agents. 

Art: Glad to meet you, Larsen. What 
manufacturers do you represent? 

Cy: Well, first, The Skin Wall Flexible 
Conduit Co.; then the Crooked Deal 
Co.; The Unorthadox Wire Co., and 
The Contractor’s Friend Mfg. Co. I’d 
like to sell you that No. 10 you were 
just talking about. 

Art: Well, what’s your price? 

Cy: Ten off the sheet. 

Art: Okay. We'll pick up a coil. 
(Writing order) Here’s the order. 

Cy: Thanks, Mr. Chisel. (Exit) 
(Curtain drops to indicate lapse of 
two hours) 

Art (Answers phone): Hello, Chisel 
and Chisel. Yes. Who? Oh, Mrs. 
Fickelstein. Cancel it? What for? 
You say he bought it from somebody 
else and they didn’t insist on delivering 
to the job? Gave Izzy credit, eh? Bet- 
ter price, too. How much did he say? 
What, ten off the sheet? Well, who 
did he buy it from? Aw, you know me, 
I’m your pal. Izzy would tell me. 
What, the Unorthadox Wire Co.! 
(Falls into a dead faint) 


ACT Il 


Office of Getzem Wholesale Electric 
Co. Mark Getzem, manager, studying 
reports. Rings for sales manager. 
Mark: Sit down, Joe, I want to go over 
these reports with you. Business in gen- 
eral is definitely on the upgrade and our 
own business is up about 30 per cent, but 
we don’t show any increase in profits. 
What’s the answer? 
Joe: We're up against a serious proposi- 
tion, Mark. The last four quotations 
we made were on jobs we lost. We 
didn’t get a look-in on any of them. In 
one case it was substitution of sub- 
standard material for standard speci- 
fied brands and they got away with it. 
In the other cases, it was cut prices or 
special terms. I understand the P.A. 
of one of the companies blossomed out 
with a new electric refrigerator after 
he awarded Chisel and Chisel that big 
wire order. 
Mark: They didn’t all go to the sub- 
standard material on those jobs and if 
they had to supply the standard brands 
how could a concern like Chisel and 
Chisel make the grade? 
Joe: They picked the material up from 
us. That’s customary you know, and 
after all it’s better to get something out 
of it than nothing at all. 
Mark: Well, it’s no wonder our volume 
is up and our profits down. We will 
have to do something about this and do 
it quick. 

(There is a knock at the door) 
Mark: Come in. (Enter Cy Larsen) 
Cy: Hello, Mark. Hello, Joe. What 


are you two birds doing? Framing up 
a golf game or trying to settle the 
destinies of the industry? In either 
case you could not get very far because 
you look like you had just gotten back 
from a tea party at the morgue. 

Joe: Cy, we were just talking about 
the business reports for the year when 
you came in. Mark feels that some- 
thing should be done about the ruinous 
competition of fellows like Chisel and 


Chisel. Have you any suggestions to 
offer ? 
Cy: I believe I can help you and if 


you will follow a few suggestions I 
have to make, I believe you will notice 
a gradual improvement. Here they are: 
Unless you are sure of their policy 
don’t let every Tom, Dick and Harry 
pick up material from you, not at any 
price. You might also steer clear of 
those peddlers who offer you material 
priced to get the bungalow hopper’s 
business. He needs your business to 
get going, but when his line gets estab- 
lished, prices and profit drop for you. 
As a last resort you might try playing 
with the manufacturers who have one 
policy, a policy acceptable to you, and 
who have men in the field like me build- 
ing up an acceptance of their line. These 
fellows work with yours as well as their 
own interests in mind. I am going over 
to the Ben Franklin Club meeting now. 
If you and Joe will join me, I think 
I can convince you. 

Mark and Joe: Let’s go. 


ACT Ill 


A business meeting of the Ben Frank- 
lin Club. Enter Cy with Mark Getzem 
and Joe Tellem. 

Cy: Harry, I brought a couple of 
guests today. I know it was to be a 
business meeting with no guests present, 
but that’s all right. These fellows are 
okay. I’d like to introduce Mark 
Getzem and Joe Tellem of the Getzem 
Wholesale Electric Co. 





Thinly concealed behind its sugar- 
coating of humor, this clever skit 
presents an important message; one 
that carries real weight since it 
was sponsored and produced by 
the Ben Franklin Club, an asso- 
ciation of manufacturer’s repre- 
sentatives in Southern California. 
Believing that the story it tells is 
vital and timely to legitimate 
wholesalers everywhere, “Electri- 
cal Wholesaling” is presenting the 
skit in its entirety, omitting only a 
few paragraphs of purely local 
interest 
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+ With Father and Uncle, J. L. 
(Jim) Reed is now telling contrac- 
tors and dealers why they should 
buy from Reed Bros. Electric Co., 
Lima, Ohio. Jim went back to 
Lima after gathering experience 
with Westinghouse Electric & Mfg. 
Co., Pittsburgh. 





Harry: Glad to meet you fellows. Sit 
down and make yourselves at home. 
With your permission, we will go ahead 
with the meeting. Mr. Secretary, please 
read the minutes of the last meeting of 
Ben Franklin Club No. 1. 

(The secretary reads the minutes) 
Harry: You have all heard the minutes. 
If there is no correction or objection 
they stand approved. We will now 
hear from the committee appointed at 
the last meeting to look into the offer of 
certain parties to be of service to the 
Club. Mr. Andy. 

Andy: The Committee has held three 
meetings and has drawn up a resolu- 
tion which I shall read: 

Whereas, opportunity in the form of 
certain underworld agents (not manu- 
facturer’s agents) appears to have 
knocked, and since it is a well-known 
fact that she seldom knocks twice, and 

Whereas, this Committee being duly 
appointed for a definite and explicit pur- 
pose, to wit, the determining of what 
constitutes undesirability and whether 
those so determined should be dealt 
with by the underworld agency afore- 
mentioned. 

Now be it resolved: that in the eyes 
of this Committee all electrical whole- 
salers, their heirs, assigns, etc., have be- 
come undesirable and Be it further re- 
solved that all electrical wholesalers and 
all persons connected with them either 
directly or indirectly be declared unde- 
sirable and they hereby are so declared, 
and 

Be it further resolved, that all the said 
wholesalers, their followers and asso- 
ciates be condemned and be removed 
summarily from here so that God-fear- 
ing and policy-loving manufacturers can 
continue unhindered that practice which 
they love so well . . . selling direct. 
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MEN YOU SHOULD KNOW 





* H. H. TULLY 


Vice-president, Doubleday-Hill Electric Co. 
Pittsburgh, Pa. 


He Knows Every 
Employe’s Job 











“one company men.” Num- 

bered among this group is H. H. 
Tully, vice-president and sales man- 
ager of Doubleday-Hill Electric Co., 
Pittsburgh. It is quite impossible to 
say just how long he will want to 
stay with the house, but up to now he 
has devoted 29 years to the one 
organization. 

Mr. Tully was a West Virginia 
boy. Born in Charleston in 1891, he 
probably tired of that town early in 
life because, when he was eight and 
his folks decided to set out for Pitts- 
burgh, they didn’t have to waste many 
words “selling him” on the idea. He 
continued his education in the city 
of Pittsburgh, graduating from high 
school. Immediately after gradua- 
tion he landed a job with Doubleday- 
Hill and has been there ever since. 

His first occupation was running 
the freight elevator and distributing 
merchandise and equipment to the 
proper place on each floor. From an 
elevator boy, young Tully began a 
succession of jobs. He went to the 
shipping and warehouse depart- 
ments. Ina year or so he took a fling 
at counter selling. After learning 
this job quite well, he moved along 
to outside selling. 

At that time the wholesaler’s mar- 
ket was quite different than it is to- 
day. When Mr. Tully first joined 
the outside sales force, he called on 
the numerous small, independent 
electric and telephone companies. 
Another group of customers were the 
purchasing agents of factories, mills 
and mines, also some electrical con- 
tractors. There was no such thing 
as the electrical dealer as we now 
know him. Supplies only, comprised 
the sales of the electrical wholesaler. 

Since he started work with Double- 
day-Hill in November, 1906, Mr. 
Tully has been in every department 


eine men are just naturally 
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except auditing and he 
probably has a good 
idea of the “whys” and 
“wherefors” of that 
job, too. Due to this 
practical, all - around 
training in each depart- 
ment, Mr. Tully is 
fully qualified to speak 
when he states that all 
departments of the 


electrical wholesaling 
house must be brought 
together. Although 


Mr. Tully recognizes 

the value of the salesman and appre- 
ciates him, this Pittsburgher doesn’t 
think that the contact man should be 
the only one placed on.a high pedestal. 
Along with him should be the pur- 
chasing agent, the typist, the counter 
man, the driver, the shipping clerk, 
the warehouse man and others. All 
of them are equally necessary for an 
efficiently operated house, in Mr. 
Tully’s opinion. 


LTHOUGH none of the officials 

who were active when Mr. Tully 
was a beginner are alive, he has at 
least six men on his sales force who 
have service records ranging from 
25 to 30 years—six more reasons 
for the firm’s success. Being a “one- 
company man,” himself, Mr. Tully 
has apparently sold others on the 
advantages of following the same 
principle. Such records speak vol- 
umes for the spirit and fair deal- 
ing of an organization. 

The company still finds its best 
customers among the mill, mine and 
factory owners. Today, though, as 
in other sections of the country, the 
smaller electric and telephone setup 
has been changed, so that outlet is no 
longer a great factor for the electrical 
wholesaler. To replace that market, 
the contractor and appliance dealer 


Starting his career as an elevator boy, Mr. 
Tully has held every position, except that 
of auditor, on his way to the top of the 
Doubleday-Hill Electric Co. 


experience has led him to the conclusion 


This varied 


that the most efficient company is the 
one which operates on the theory that 
every department is of equal importance 


have entered the picture. This bit of 
old history has been recorded to show 
a viewpoint of Mr. Tully. Although 
markets may change, he believes that 
the electrical wholesaler, as an insti- 
tution, will continue. Those that 
sense changing business trends and 
follow sound business principles will 
lead the field. Those that won’t will 
drop behind. The electrical whole- 
saler, however, says Mr. Tully, will 
continue to be the economical sales 
outlet for manufacturers of supplies 
and appliances. 

In Pittsburgh, Mr. Tully meets 
from time to time with the other 
wholesalers. Their group isn’t a 
formal organization—rather a lunch- 
eon club to bring about a closer re- 
lationship among the trade. He is a 
director of the Pittsburgh Electric 
League, a group embracing the va- 
rious interests of the electrical field. 
He also serves NEWA as a member 
of its executive committee. 

Mr. Tully belongs to several 
Masonic orders, the Metropolitan 
Club and the South Hills Country 
Club. 
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H. H. TULLY ee Vice-president, Doubleday-Hill Electric Co., Pittsburgh. Pa. 
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IN BINDING 








Visible from the front door and just 
outside the entrance to the fixture 
room is this attractive display. Mr. 
Popkin is a great believer in the effec- 
tiveness of display boards. 


Large-sized wire and cable is stored 
in the basement. Full coils are 
placed together on the floor. Broken 
coils are reeled on a double-tier rack 
close to the measuring machines. 





A Compact. Medium-Sized House 


Ixt’s form the backbone of A simple wooden. rack holds 


this inexpensive and_ effective the elbows and couplings. The 
N these quarters, the Electric Supply Co., 
Grand Rapids, Mich., is starting its third 
year in business. Since opening, the floor on 
space has been increased from 2000 sq.ft. to 
7000 sq.ft. by adjoining 
building. 
But the same care in the use of space still 
prevails. John L. Popkin, president of the 
company, and his aids are convinced that 


conduit rack. The cross-boards large sizes are placed on the 


are held at front and rear bottom with the smaller sizes 








by long boards of the same 
thickness. 


succeeding shelves. Cou- 


plings are on top. 


acquiring an 


every square foot should pay its way through 
attractive display or convenient storage. The 
attractive, compact and efficient warehouse 
pictured on this page is the result. 


Left below—Various types of ceiling units hung 

high in front of the counter, serve a double pur- 

pose. They offer the visitor a lighting display 

while he waits, and brightly illuminate the fast- 

moving items on the shelves. A space 60 ft. square 
near the counter serves for the 


office staff. 


Right below—Fixtures and appli- 
unces share the interest in this 
room. The two-step appliance dis- 
play at the left helps lead the eye 
to the ceiling display of fixtures. 


Below—In this room, ceiling and 
wall units, portable lamps and 
shades all attention. 
Wall units are mounted on num- 


command 


bered boards so each can be re- 
moved and observed more closely. 
















































The Editor’s Page 





The Cost of Social Security 


HE Social Security Act becomes effective Janu- 

ary 1. Details of its provisions for unemploy- 

ment insurance are discussed on pages 12 and 13. 
The section of the Act which concerns old age benefits 
will be discussed next month. 

The magnitude of the tax burden which this Act 
imposes upon American employers and their employees 
is almost beyond comprehension. The one per cent 
Federal tax on 1936 payrolls is but the beginning. State 
and Federal taxes must be considered jointly. Taking 
California as an example, the combined taxes on em- 
ployers and employees will climb to 10 per cent of pay- 
rolls by 1949. Employers will pay six per cent, em- 
ployees four per cent. 

‘All employers must, of necessity, increase their sell- 
ing prices to cover this six per cent payroll tax which, 
in some industries, is equivalent to as much as 50 per 
cent of net income. The producer of raw materials, 
the manufacturers who fabricate them, their whole- 
salers and their dealers must each increase their profit 
margins to meet this tax. The cumulative effect is 
bound to be reflected in materially higher prices to the 
consumer. 

The ultimate consumer is also an employee. These 
higher prices will lower his purchasing power and re- 
duce his standards of living. In addition his purchas- 
ing power will eventually be further reduced by the 
four per cent tax which the employer will deduct from 
his pay envelope. 

Furthermore, the unemployment situation will be ag- 
gravated. The Act provides a new incentive to em- 
ployers to reduce payrolls wherever possible by re- 
placing men with machines. Take the case of a stock 
broker who, in anticipation of the taxes, has already 
installed modern office machines in his accounting de- 
partment capable of handling three times his present 
business, and with fewer employees. 

Of particular interest to electrical wholesalers is the 
provision of the Act exempting employers of less than 
eight employees, also family enterprises, from the un- 
employment insurance tax. 

But the Act goes far beyond all this. Congress has 
appropriated, for the year 1936 alone, over 100 millions 
for the administration of the Act and for Federal grants 
to the States for aid to the blind, aid to dependent chil- 
dren, maternal and child health, crippled children, child 
welfare and public health. This appropriation is over 
and above the payroll taxes for unemployment insur- 
ance and old age benefits. It must be included in the 
Federal budget and paid out of receipts from income or 
exercise taxes. 

Again, this is but the beginning. It is estimated that 
the reserve funds for unemployment insurance will 
amount to $29 billion by 1960, and $46 billion by 1980. 
It is also estimated that, within only two years, the 
personnel required to administer the entire Act, will be 
as large as that of the entire post office department. 
The purpose of the Act is to provide for the care 
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of the unemployed, crippled and aged. This is a 
commendable objective, but can business carry the stag- 
gering tax load imposed by the Act, especially in the 
face of the decline in consumer purchasing power which 
is bound to result ? 


The Associated Business Papers, Inc., reflecting the 
views prevailing in nearly 100 separate fields covered 
by its member publications, passed the following resolu- 
tion during its annual convention last month: 


“WHEREAS there seems to be considerable merit to certain 
of the objects embraced in the Social Security Act,” 

“AND WHEREAS, there also seems to be considerable reason 
to doubt the wisdom of the methods for financing its opera- 
tions as regards taxing payrolls, these doubts involving not 
only the constitutionality but also the possibility that this 
Act will materially increase unemployment” 

“THEREFORE BE IT RESOLVED: That it is recommended to 
Congress that effective operation of such provisions of the 
Social Security Act be suspended for an additional year to 
the end that more thorough factual studies can be made of 
the subject.” 


Wholesalers who doubt the wisdom of saddling this 
terrific tax burden upon American business, especially 
at this time, can themselves urge upon their Senators 
and Congressmen that the Act be suspended for at least 
a year, to provide time for further study of the prob- 
lem. Their employees can do the same. They can urge 
similar action by their local civic and trade organiza- 
tions and by their customers. 

Also, every employer must decide now how he is to 
meet the one per cent tax on his 1936 payrolls. If he 
is to accumulate the necessary funds, he must set aside 
as a reserve, an amount equal to one per cent of his 
payroll on each and every payday during the year. 

For example, if his present overhead expense is 20 
per cent of his net sales and if his payroll amounts to 
50 per cent of these expenses, then the 1936 tax of one 
per cent will increase his cost of doing business from 
20 to 20.5 per cent. Unless his selling prices are increased 
by one-half of one per cent during all of 1936, and pro- 
gressively up to three per cent in 1949, this tax must 
come out of his net income. 


N most commodities, manufacturers issue suggested 
resale sheets and, for the wholesaler to increase his 
selling prices above those recommended by the manufac- 
turers, would be extremely difficult, if not impossible. 
But the manufacturer, like the wholesaler, is faced 
with the necessity of increasing his selling prices to 
cover the payroll tax. When he does this, he can pro- 
vide for the extra spread which the wholesaler needs. 
But he cannot be expected to take such action unless 
his distributors impress upon him the fact that their 
own profit margin is limited to that which he provides 
for them in his resale schedules. 

Thus the Social Security Act requires that the whole- 
saler, in self protection, take three distinct steps, and 
take them at once: 

1. Urge Congress to suspend the Act for at least one 
year. 

2. Set up reserves equal to one per cent of payrolls, 
starting immediately. 

3. Urge manufacturers, in revising their own resale 
schedules, to increase the wholesalers’ margin by an 
amount sufficient to cover the wholesalers’ tax burden. 
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Census of Business: Instructions 


To Wholesalers 


Complete and accurate census reports are essential if the electrical 
wholesaling trade is to derive the fullest benefit from this expenditure 


of Federal Relief Funds 


ENSUS | enumerators, _ recruited 

from the relief rolls, have started 
their canvass of every business estab- 
lishment in the United States. Blank 
forms will be left with each firm, to be 
filled out in detail and picked up by the 
enumerator on a later visit. 

The following extracts from the of- 
ficial instructions of the Census Bureau 
should be observed by electrical whole- 
salers in filling out these reports: 

Wholesale Schedule. If 50 per cent 
or more of total sales in 1935 were sales 
at wholesale, Wholesale Schedule, Form 
31, should be used in making report. 

All Reports Confidential. Each in- 
dividual report will be held absolutely 
confidential. It will be examined only by 
sworn employees of the Census Bureau 
and used for statistical purposes only. 
It will not be available to other Gov- 
ernment departments. 

Reporting Units. As enumerators are 
instructed to follow the rule “one es- 
tablishment, one report,” branch houses 
should be reported separately. 

Preparation of Schedules. Every 
question should be answered. All 
entries should be plainly written in ink. 
In reporting dollar values, omit cents. 
Use carefully prepared estimates where 
book figures are not available. 

The numbers which appear at the be- 
ginning of the following paragraphs 
refer to specific questions appearing on 
the Wholesale Schedule. 

2(a) Write in the words “Electrical 
Wholesaler.” 

2(b) Principal lines should be re- 
ported as follows: wiring supplies and 
lighting fixtures; apparatus; radio and 
refrigerators, appliances. (See Inquiry 
9, Nos. 430-453.) 

2(c) The purpose of this inquiry is 
to obtain information on the size of the 
sales territories or marketing areas 
regularly served by the various types of 
wholesalers. 

3. Electrical wholesalers should place 
a check in the first square in the left 
hand column, indicating that they are 
full-service wholesale merchants. (Key 
No. 10.) Only one square should be 
checked under this question. 

4(a) Report under this inquiry the 
selling value of the goods sold to cus- 
tomers after returns and allowances 
have been deducted. Include in the 
selling value all sales and commodity 
taxes paid by the establishment to any 
Government agency. 

4(b) Sales taxes and commodity 
taxes are not to be confused with li- 
censes, franchise or property taxes. Re- 
port sales or commodity taxes only 
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when the establishment pays such taxes 
directly to the State, city or other tax- 
ing agency. If the tax has been added 
to the invoice or purchasing price be- 
fore the goods reach the establishment 
and the establishment itself does not 
transmit the amount directly to the col- 
lector of taxes, such amounts are not to 
be reported here. In no case should 
sales taxes be reported as an operating 


expense. 
4(d) Under this inquiry the sale of 
merchandise should be reported by 


types of buyers or channels of distribu- 
tion. Electrical contractors are con- 
sidered as industrial accounts for census 
purposes. Where the books of a whole- 
sale establishment are not kept in such 
a manner that the information requested 
is readily available, the wholesaler 
should furnish an estimate of his sales 
to each type of buyer. 


Report Consigned Stocks Separately 


5. The inventory value (actual cost 
value as of December 31, 1935) of all 
merchandise stocks on hand for resale 
should be reported in answer to this in- 
quiry. Do not include inventory value 
of equipment, buildings, or land owned 
by the establishment. 

5(a) Report here the value of all 
merchandise owned and in stock whether 





Important! 
The job of taking the 1935 


Census of Business starts this 
month. 


This Census will provide prac- 
tical information on sales, oper- 
ating expenses and employees 
of electrical wholesalers that will 
be of direct help to you. “Elec- 
trical Wholesaling” will publish 
the results in easy-to-read form 
as soon as they become available. 


An enumerator will call on you 
soon and leave a blank. Do Your 
Part. Fill out this blank com- 
pletely and accurately. Follow 
the instructions on this page. 


Remember, all reports are con- 
fidential; the Census Bureau will 
not disclose your figures to any- 
one. 





at the place of business or out on con- 
signment. 

5(b) Report here the value of mer- 
chandise on hand for resale at the place 
of business but not owned by the estab- 
lishment; that is, goods in on consign- 
ment. 

6(a) If the establishment is owned 
by an individual proprietorship, the 
total number of proprietors and firm 
members is, of course, “one.” Do not 
include here adult members of pro- 
prietors’ families who have no financial 
responsibility for the business. In the 
case of partnerships, include all firm 
members (active, silent or other) who 
have financial responsibility for the 
business. 

6(b) The purpose of this inquiry 
is to distinguish between those pro- 
prietors and firm members who are self 
employed in the business and those who 
are inactive and whose interests are 
primarily financial. 


Six Employee Classifications 


7. This inquiry provides for informa- 
tion on the number of employees and 
pay roll for one week only and the total 
number of employees by months for 
the year 1935. It is one of the most 
valuable features of the report as, to- 
gether with other census information, it 
will provide a reasonably complete pic- 
ture of employment in the United 
States. Persons reported as proprietors 
and firm members or as members of 
proprietors’ families working without a 
stated salary should not be included as 
paid employees. Employees should be 
classified according to the function to 
which they devote the major portion of 
their time. Each employee should be 
counted only once. 

7(a) This group includes two types 
of employees: (a) Salaried officers of 
corporation, such as president, vice- 
president, secretary and treasurer of the 
corporation, the general auditor and 
other persons appointed by the board of 
directors; (b) other hired executives 
such as office managers, sales managers, 
credit managers and others who devote 
the major portion of their time to re- 
sponsible administrative and supervisory 
duties. 

7(b) Should include stenographers, 
office secretaries, bookkeepers, auditors, 
accountants, clerks and other so-called 
“white-collar workers” except ware- 
house or shipping clerks. Heads of de- 
partments should be included with 
executives. 

7(c) Should include inside or house 
employees who devote all or the major 
portion of their time to meeting pros- 
pective customers and making sales, in- 
cluding sales by telephone and letter. 

7(d) Should include traveling sales- 
men, missionary and specialty salesmen 
who operate from the establishment as 
headquarters but who spend only the 
smaller portion of their time at the es- 
tablishment. Do not include manufac- 
turers’ agents or other sales representa- 
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DARE YOU SAY: 


“I'M THE HOUSE PHYSICIAN. | DOCTOR 
SICK MACHINES. AND, BROTHER,| KNOW 
SOMETHING ABOUT SAFETY SWITCHES. 
| CERTAINLY KNOW WHERE TROUBLE 
STARTS. NOT WHERE YOU THINK , BUT 
IN SOME DETAIL..IN SOME OVERLOOKED, 
UNFORESEEN, SLIGHTED OR FORGOTTEN 
DETAIL. I'VE LEARNED THAT A SAFETY 
SWITCH IS NO BETTER THAN ITS 
WEAKEST PART, HENCE ALL DETAILS 
ARE IMPORTANT. | KNOW THAT DETAILS 
ADD UP, AND THAT THE SWITCH WHICH 
IS PERFECT IN ALL DETAILS IS THE 
PERFECT SAFETY SWITCH. I'VE MARK- 
ED THOSE FACTS DOWN IN MY MIND.. 
[WONT GO BACK OF MY EXPERIENCE.’ 
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JUST A WASHER? 


By ITSELF, a washer is of little value. But 
a safety switch is made up of steel, 
and insulation, and copper, and fiber 
...each piece of which by itself is of 
little value. Yet, as part of an assembly, 
on which efficient operation, safety of 
property and lives depend, even a 
washer can be important. 

Since no one can tell where stress is 
going to occur, nor where the blow will 
fall, since a safety switch can only be 
as good as the sum of all its details, 


C-H Safety Switches are perfected in 
every part... the washers, for example, 
carefully cut from carefully selected 
steel with a reputation for “stand-up” in 
the duty it must perform. And when you 
see the kind of service these switches 
give, you will realize why they are 
featured by leading contractors and 
independent wholesalers everywhere. 
CUTLER-HAMMER, Inc., Pioneer Man- 
ufacturers of Electric Control Apparatus, 
1327 St. Paul Avenue, Milwaukee, Wis. 




















@ The C-H line includes all types and sizes o 
Standard, Weatherproof and Explosion-Proo 
Safety Switches, and Range Switches and Service 
Equipment for every locality — all built to the 
famous C-H Control Leadership Standards 












































































+ All Hands On Deck, or rather, behind the counter, as the camera appears 


at the Raub Supply Co., Lancaster, Pa. 


Members of the storeroom and 


office force, who dropped their pencils during a lull in the late afternoon 
business, include, from left to right: Robert Edwards, E. Frey, R. C. Knot- 


well, H. L. Steckbeck, Charles Tomlinson, Martin Brooks, R. 


C. Kohlmaier. 


Lauer and 





tives who are not in the wholesaler’s 
employ. 

7(e) Includes persons engaged at the 
warehouse or in the stock rooms, such 
as warehouse supervisors, shipping 
clerks, stockmen, packers, loaders, etc. 

7(f) Includes maintenance employees, 
charwomen, elevator operators, truck 
drivers, and others not classified else- 
where on the schedule. 

7(h) A part-time employee is a per- 
son employed less than four hours a day 
or for less than three full days per week. 

7(i) A full-time employee is a per- 
son engaged for work for four or more 
hours per day or for more than three 
full days per week. 


Breakdown of Operating Expenses 

8. This inquiry is divided into two 
parts. Part I must be answered by 
wholesale merchants and industrial dis- 
tributors whose 1935 sales amounted to 
$50,000 or over. Other wholesale es- 
tablishments may use Part II. When 
using Part I, the enumerator will find 
some establishments which keep few 
records or whose accounts cannot be 
readily classified according to Inquiry 
8. In these cases he might well ascer- 
tain the total expense figure, 8(g), 
first, and then proceed to make the 
entries according to the various classi- 
fications. The classification of expense 
by type is not related to the classifica- 
tion of employees by groups. 

The terms used in this inquiry are ex- 
plained as follows: 

8(a) Administrative Expenses. This 
group includes the general administra- 
tive expenses of the establishment as a 
whole which are not chargeable di- 
rectly to any one division. In general 
it will include executives’ and officers’ 
salaries and expenses; office salaries; 
superintendency ; office supplies and sta- 
tionery; postage, telephone and _tele- 
graph; professional services (legal and 
auditing) ; taxes (local and State) ex- 
cept income and sales taxes; deprecia- 
tion (furniture and fixtures) ; dues, sub- 
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scriptions and donations; collection ex- 
penses, etc. 

8(b) Selling Expenses. This includes 
all direct expenses incurred in selling 
the merchandise. Delivery expenses 
should be reported separately under 8(c). 
Selling expenses should include such 
items as salesmen’s salaries, commis- 
sions and bonuses, salesmen’s traveling 
expenses, salaries of house salesmen, ad- 
vertising, catalogues, insurance and de- 
preciation on salesmen’s automobile, etc. 

8(c) Delivery Expenses. Delivery 
expenses should include costs incurred 
in transfering the merchandise from the 
warehouse or place of storage to the 
customer, such as outward freight, ex- 
press, parcel post, trucking; insurance 
on merchandise being delivered, etc. 

8(d) Warehouse Expenses. Ware- 
house expenses should include cost of 
operating the warehouse or stock room, 
such as salaries of warehouse employees, 
boxing and packing costs, etc. 

8(e) Occupancy Expenses. This 
group includes all expenses arising from 
the use and maintenance of the store 
buildings, fixtures, and equipment. Oc- 
cupancy expenses should include mainte- 
nance labor; heat, light, power, and 
water. If the building is owned, in- 
clude also building repairs and sup- 
plies, insurance and taxes on building, 
depreciation on building, etc. If 
premises are not owned, include rent. 

8(f) Other Expenses. Should in- 
clude operating expenses not classified 
above, such as interest on bank loans, 
losses from bad debts, ete. 


Supplies, Apparatus and Appliances 


9. This list of commodities has been 
prepared with major classifications 
(numbers ending in 0) and sub-classi- 
fications (numbers not ending in 0). 
Major electrical classifications are: 

430. Wiring Supplies and Construc- 
tion Materials. 

440. Apparatus and Equipment. 

450. Radio, Appliances and Special- 


ties. 









Some wholesalers may find it impos- 
sible to distribute their sales in com- 
plete detail, but major classifications 
should be reported even when it is not 
practicable to obtain data in greater de- 
tail. Where it is necessary:to approxi- 
mate commodity sales from such records 
as are available, the wholesaler should 
report his distribution on as sound a 
basis as possible even though the figures 
will not be strictly accurate. 

The total sales by major commodity 
classes should equal the total sales of 
merchandise reported under 4(a). Like- 
wise the entries under the sub-classifi- 
cations should total to the entry for the 
major commodity classification. When 
it is necessary to make entries under 
miscellaneous or other commodities, be 
sure to specify the commodity or com- 
modities so reported. Do not include in 
those classifications commodities for 
which other specific classifications in 
this or other major groups have been 
provided. 

Remarks. Space is provided on each 
schedule for remarks. This _ space 
should be used for describing any un- 
usual circumstance or treatment of 
doubtful cases. 

Certificate. Every schedule must be 
certified as to correctness and complete- 
ness of the data by the proprietor of 
the business or by a responsible official 
thereof. The schedule must also be 
signed by the enumerator and properly 
dated. 





Social Security 
Legislation 





(Continued from page 13) 


24. Are payments of fees to account- 
ants, attorneys, advertising agencies, etc., 
deemed to be taxable? There is not the 
relation of employer and employee in 
these cases and no tax is payable. 

25. Where salesmen receive compen- 
sation which includes traveling, or other 
expenses, what is the basis for the tax? 
In such instances, the tax will probably 
be based on the full compensation. Ob- 
viously, the employer should arrange 
to pay his salesmen two sums—one to 
cover compensation, the other a definite 
payment for actual disbursements by 
the salesmen. 

26. Where salesmen sell on commis- 
sion, the employer billing the product, 
collecting the payment for it, and then 
forwarding the commission to the sales- 
men—is the salesman an employee? 
A salesman undoubtedly is an employee 
even though he works for a dozen dif- 
ferent organizations, unless it can be 
established that he is an independent 
contractor carrying on a business by 
himself. Where the salesman buys and 
resells, he certainly would be an inde- 
pendent contractor. In a great number 
of instances it will be highly advisable 
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to review arrangements with salesmen 
in order to distinguish employees and 
those that are independent contractors. 

27. Where discounts or gratuities are 
afforded employees, will they be added 
to the amount of the base for tax? Pres- 
ent rulings indicate that discounts, lodg- 
ing, meals, gratuities, along with any 
other form of remuneration paid, di- 
rectly or indirectly, by the employer, 
is to be subject to the tax. 

28. What is the tax basis in a partner- 
ship? Partners’ drawings are not tax- 
able while those of officers of a cor- 
poration are distinctly taxable. More- 
over, in some instances, the addition of 
a number of officers of a corporation 
who are actually partners in a business, 
may raise the number of employees so 
as to bring the organization into the 
tax base—that is, it may increase the 
number to either four in the State, or 
eight in the Federal, so as to make the 
earnings of all of them taxable, in ac- 
cordance with the individual laws. Some 
firms are considering changing their 
form of operation from a corporation 
to a partnership. 

29. Is one employer liable for the 
tax payable by individuals from whom 
he purchases supplies? The State law 
provides that when an organization con- 
tracts with any other organization for 
work which is a usual part of its own 
trade, occupation, business or profession, 
then they are deemed to employ persons 
employed by such contractor on such 
work, Of course, the subcontractor is 
liable for the payment of the tax in that 
instance, but the first employer must 
guard against non-payment by the sec- 
ond. 

30. Is a tax payable on wages paid to 
members of one’s family? The State 
law exempts wages paid by “employer 
of his spouse or minor child” and the 
Federal law exempts wages paid an in- 
dividual “in the employ of his son, 


daughter, or spouse” and that paid to a 
“child under the age of 21 in the employ 
of his father or mother.” But note that 
none of these individuals can be rela- 
tives of a corporation, so that these 
exemptions would only apply in the case 
of a proprietorship. 

31. If a non-resident living in Ohio 
contracts in New York to do work in 
Ohio except that it 1s provided that he 
will report for conferences in New York 
—is the tax payable from that individual 
to New York? Some State statutes pro- 
vide that if a contract of employment 
is entered into within and any part of 
the work is performed within the State, 
the tax is due. This may result in 
duplication of tax payments. 

32. Who will administer the Federal 
law? The Act establishes a Social Se- 
curity Board of three members ap- 
pointed by the President, by and with 
the advice and consent of the Senate, 
each member to serve for six years at 
an annual salary of $10,000. 





Helping Contractors 
To Sell Fixtures 





(Continued from page 11) 


Although by far the greater part of 
the studio is devoted to residential dis- 
plays, about 50 per cent of the company’s 
lighting business is commercial. In Mr. 
Dixon’s opinion, one helps the other. 
Architects who visit the studio to see 
the commercial units become intrigued 
by the residential display. Later, when 
they have a residential job, they come 
to the studio to make their selection. 
Owners who are modernizing their busi- 
ness structures become interested in re- 
lighting their homes as well as their 
offices. 

When the studio was opened early in 
the year, an attractive folder was pre- 








+ A Customer Lines Up with a few members of Melville B. Hall, Inc., St. 


Louis. 


At the right stands Jack Dillon, the man who has been in the con- 


tracting business longer than anyone else in that city. Next to Mr. Dillon 
is Melville B. Hall; then Miss Adele Kuhn, stenographer; Jim Busch, secre- 
tary and purchasing agent, and at the left, Fred Tubbesing, credit manager. 
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pared and sent to all real estate men, 
architects, building contractors and elec- 
trical contractors in the Baltimore trad- 


ing area. They were invited to inspect 
the studios. In many cases Mr. Dixon 
followed up this announcement with per- 
sonal invitations and the two general 
salesmen, who are decidedly lighting sales 
conscious, urged similar visits upon their 
customers and prospects. 

Such was the original promotion. 
Since that time, Mr. Dixon and his sales- 
men have been busy with an educational 
campaign, directed primarily to the con- 
tractor. They have been trying to make 
him see the value of creative selling— 
particularly as it applies to better light- 
ing. Making every effort themselves to 
promote lighting standards and fixtures, 
as recommended by IES, they are bend- 
ing every energy to get the contractor 
to do the same. 

Supplementing this missionary work 
is a sales policy which tangibly en- 
courages the contractor’s efforts. The 
custom of giving the purchaser a dis- 
count from the established list price is 
followed and the contractor is allowed a 
discount from this net figure. This dis- 
count is not only paid in cases where 
the contractor originates the account, 
but also where he is called in later to in- 
stall the fixtures. 

The studio which is specifically dedi- 
cated to the contractor is used to build 
up the sale. It is primarily a room where 
the contractor can bring a prospect who 
desires only a few replacement fixtures. 
By dint of contrast with the other rooms 
and with the aid of a larger discount 
on the better fixtures displayed here, the 
contractor is lured into doing a bigger 
and better selling job on his prospect. 

Constant and careful perusal of build- 
ing permits, close cooperation with con- 
tractors, constant contact with architects, 
salesmen who are alive to every lighting 
possibility—these are the methods that 
provide the company with its lighting 
business. The contractor, however, is 
really the key man in the plan. If he 
responds in full measure to the deter- 
mined effort to make him a full-fledged 
salesman of modern lighting equipment, 
Mr. Dixon will enjoy more than a per- 
sonal success. His will be a service to 
the lighting industry. 


Federal Reserve Reports 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of October : 

















October 1935 | 7° 

with oom 

with 

Federal Reserve} Sept. Oct. year 

District 1935 1934 ago 
Chicago, . 2: ses + 5.7 | +32.8 | +22.5 

Philadelphia...| + 1 +17 + 3 
San Francisco..| -+10.2 +37.1 +32.7 
St. Louies. s.60« + 3.6 | +27.2 | +19.6 
AUOBEA. 6656506 + 0.8 +15.2° +21.7 
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Next month we will 
announce the most 


revolutionary im- 


provement in SAFETY 
SWITCHES! Expect _ 
great things! | 
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OF PROGRESS 


indicating the trend toward modern 
wiring protection with 


ELECTRUNITE 


REG. U. $. PATENT OFFICE 


elituloes 


You, like every electrical wholesaler and salesman, are wondering just what 
you can do to increase sales, profits or commissions during the next twelve 
months. The answer, boiled down to three words, is “Pick a Winner” in 
every line. Then put selling effort behind it. 

Seven years ago, Electrunite Steeltubes, the original rigid threadless elec- 
trical metallic tubing, made by Steel and Tubes, Inc., patented electrical re- 
sistance welding process, was first introduced as a safer, more economical pro- 
tection for wiring. Its adoption throughout the country by owners, architects, 
engineers and contractors has been more than satisfying. Today, more than 
100,000,000 feet of Electrunite Steeltubes are in service—affording adequate 
mechanical and electrical protection to wiring in many thousands of buildings. 

Your future profits, your salesmen’s happiness and prosperity, depend on 
your ability to recognize trends—and the trend in wiring protection is defi- 
nitely toward Electrunite Steeltubes. Consistent advertising of a product that 
has many advantages made possible the steadily rising sales curve on the op- 
posite page. And when this curve goes up, it means increasing sales for sup- 
ply houses, because Steel and Tubes, Inc., adheres to a rigid wholesaler’s 
policy. If you want to know how and why Electrunite Steeltubes will help 
you, write Department E.W. It costs no more to buy the genuine original 
Steeltubes than it does to buy other brands. 
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Tested Merchandising Ideas 





Dealer Takes Heaters to 
Homes On Cold Days 


Here’s an idea for one of those sub- 
zero days that have a habit of blowing 
in from the North at this time of the 
year. In such weather, when it is too 
cold for many people to venture out of 
their homes for shopping purposes, a 
dealer in northern New York State 
climbs into his car and calls on his cus- 
tomers and likely prospects. 

In the back of his car he puts some 
room heaters. Out of every few calls he 
makes, he will find one woman that 
comes to the door bundled up like an 
Eskimo. He immediately suggests the 
heater as an ideal means of tying over 
the cold spell and offers to leave one on 
a free trial for 48 hours. He makes it 
clear that there is no obligation involved. 
At least, he points out, she will have a 
sure method of keeping warm until the 
cold snap is over. 

Once he gets past the door—and on a 
bitter cold day few people are going to 
wait long before inviting him in—he 
plugs in the heater. Often the prospect 
is so delighted with the idea of being 
comfortably warm again, that the sale 
is made on the spot. A high percentage 
of sales result from the trial installa- 
tions, also. Even in cases where the 
heater is returned, the housewife is ap- 
preciative and often expresses her 
thanks in other purchases at the store. 





Calls On New Car Buyers 
To Sell Radios 


A radio dealer in a good-sized city 
has made arrangements with a number 
of the salesmen of various car dealers 
to keep him posted on the names and 
addresses of those who buy new and 
used cars where radio is not a part of 
the equipment. To each of these names, 
he sends the usual display of literature, 
outlining the advantages of an auto 
radio and the pleasure it adds to car 
driving. 

Within a week after the first notice 
has gone out, he sends another telling 
of the low cost of the radio and the 
easy payment plan for purchasing it. 
Before another week has passed, he 
puts one of the radios in his car and 
starts out to call on each of the car 
buyers. 

His own car parked at their home 
gives him an opportunity for a demon- 
stration. Whenever possible, he induces 
the prospect to take a ride so that he 
can demonstrate while the car is moving 
about. Upon his return, he offers to 
make a special rate on the first payment 
so that the prospect may try the radio 
for a month at a trifling cost. If the 
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Which the 
wholesaler’s 
salesman 
can pass on 


to his dealers 











set is satisfactory, the payment will 
apply on the purchase price. Finally he 
offers to make the installation at once 
with charge. 

The dealer has found that this proce- 
dure brings results. New buyers of cars 
are proud of their purchases. They are 
in a mood to buy anything that will in- 
crease their pride and their enjoyment. 


Window Full Of Clothes 
Builds Washer Sales 


A window full of freshly laundered 
clothes of all descriptions is a great 
attention-getter for an Ohio dealer who 
is doing a good job of merchandising 
washers. He strings clothes lines in his 
window and on them hangs the clothes 
that one of his washers can turn out in 
a single operation. To make the display 
more realistic, one of the washers dis- 
played in the window is filled with 
“sudsy” water, as if it had just been 
used, 

A display card tells the time that it 
took the washer to do the job and the 
cost of operation for the same period. 
Another breaks down the cost of the 
washer itself and estimates the invest- 
ment involved in two such washings a 
week, figured over an 18-month period. 








+ At the Shipping Counter, we find 
three fellows who can really get ’em 
out in a hurry. These men work 
for The Front Co., Wheeling, W. 


Va. From the left are B. W. Brand- 
fass, H. M. Stealey and C. C. Brown. 


Gets Heating Pad Customers 
Through Doctors 


With February colds just around the 
corner, this Connecticut dealer’s plan for 
promoting heating pads is particularly 
timely. At this season of the year, he 
makes it a practice to call the physicians 
in his town and tell them that he has a 
new heating pad in stock which he 
thinks will be of interest to them. He 
promises to send one as a trial on the 
next day. 

Along with the heating pad, he sends 
a dozen or more cards with the name 
and address of his store and a line for 
the patient’s name and the doctor’s sig- 
nature. A letter explains his desire to 
be of service to the doctor’s patients 
and an offer to allow them 10 per cent 
discount on the heating pads, if they 
bring in the card signed by the doctor. 

Although naturally, the fact is not 
mentioned, the doctor feels rather obli- 
gated by the gift of the heating pad 
and is glad to help his patients save a 
little by giving them the discount cards. 
This dealer has found that, in most cases, 
the cost of the trial heating pad is re- 
turned many times over through the 
business that the doctors send him. 
Often he has converted the patients into 
regular customers. The plan can be 
tested with only one or two doctors, 
where a limited trial is desired. 


Analysis Of Rug Dirt 
Sells Cleaners 


An enterprising dealer in Michigan 
has worked out this original and effec- 
tive window display to promote the sale 
of vacuum cleaners. In the center is a 
rug, a pile of dirt and a slightly used 
cleaner. Standing on the rug and directly 
behind the dirt is a large card. 

The card !nforms the public that the 
dirt was removed from the rug in “so 
many” minutes time by the cleaner on 
display, after the rug had been swept 
and beaten. But the most interesting 
part of the story concerns an analysis 
of the dirt by a reputable laboratory. 

This report shows that common causes 
of hay fever are present in large quan- 
tity and that harmful bacteria are unusu- 
ally numerous. Other disease-provoking 
factors are also called to the attention of 
the passer-by. 

The remainder of the window is de- 
voted to a display of the various types 
of cleaners which the dealer handles. 
Other cards call attention to the fact 
that this disease hazard can be elimi- 
nated for only a few cents a week on an 
easy payment plan. Still others empha- 
size the danger to children as they play 
or crawl about the floor. 


ELECTRICAL WHOLESALING — January 1936 





DE DE; 


Ps 





( ph 


LAP! 





January 1936 — ELECTRICAL WHOLESALING 31 




















CW iCLEM I NIIORIALDIL 





Wholesalers Guests of 
Ben Franklin Club 


The Ben Franklin Club, an organiza- 
tion of manufacturers’ representatives in 
Southern California, entertained the 
wholesalers recently at a luncheon. 
This was one of a series of informal 
“get-togethers” of the two groups. 


Kansas City Electric Group 
Elects Wholesalers 


Walter S. Blue, vice-president and 
general manager of the Columbian Elec- 
trical Co. was named as president of the 
Kansas City Electric and Radio Asso- 
ciation for 1936 at a recent meeting of 
the organization. 

F. M. Bernardin, district manager of 
the General Electric Supply Corp., Kan- 
sas City, and William Rossner, president 
of the Rossner Electric Co., were elected 
directors-at-large. 

C. H. McClean, manager of the Kan- 
sas City office of the Graybar Electric 
Co., automatically becomes a member of 
the board of directors because of his 
former service as president. 


Philadelphia Association 
“Certifies”? Contractors 


In an effort to promote the idea of 
using “certified” contractors, the Elec- 
trical Association of Philadelphia has 
issued an elaborate and attractive book- 
let of 16 pages. Printed in two colors, 
the booklet lists the contractor members 
of the Association and then devotes sub- 


sequent pages to selling their services. 

Photographs of outstanding jobs that 
the contractor has accomplished are a 
feature of the book. These are sep- 
arated into lighting, wiring, flood light- 
ing, control and other general classi- 
fications. 


List of U. S. Purchasing 
Offices Issued by NEMA 


As a supplement to a recent issue, 
NEMA News has issued a comprehensive 
list of purchasing offices of the U. S. 
Government. The list was prepared by 
the Machinery Division of the Bureau 
of Foreign and Domestic Commerce. 
Additional copies of the list may be ob- 
tained from the headquarters of the Na- 
tional Electrical Manufacturers Asso- 
ciation, 155 E. 44th St., New York City. 


Manufacturers Sue 
New York Union 


Accusing Local Union No. 3 of the 
International Brotherhood of Electrical 
Workers of conspiracy in restraint of 
trade, the National Electrical Manu- 
facturers Association and 14 of its mem- 
bers have filed a joint complaint in the 
United States District Court. The ac- 
tion charges conspiracy to ruin the 
business of NEMA members in the New 
York metropolitan district and demands 
heavy damages. 

Complaint is also made that the local 
union is injuring the plaintiffs’ business 
in various ways, including coercion of 
New York City property owners, build- 
ers, architects and contractors, through 








+ Three Fellows who keep inside operations at the Erie (Pa.) branch of 
General Electric Supply Corp. running smoothly. At the left; Branch Oper- 
ating Manager F. H. Pauley; then his “lieutenant,” Jess P. Haugaard, and 
at the right, I. A. Degner, warehouseman. 
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fear of strikes and boycotts, to refrain 
from buying electrical equipment manu- 
factured by any of the plaintiffs. The 
court is asked to grant temporary and 
permanent injunctions requiring the 
union and its officers to stop this alleged 
interference. 


Philadelphia Lamp Drive 
Exceeds Sales Quotas 


Showing a gain of approximately 16 
per cent over a similar drive in 1934, 
the Fall lamp campaign of the Electrical 
Association of Philadelphia has been an 
outstanding success. A dinner at Asso- 
ciation headquarters on Dec. 6 wound up 
the drive activities. 

Approximately $1,000 in prize money 
was awarded to dealers and approxi- 
mately $500 to wholesaler salesmen for 
achievements in the campaign. For 
each dealer who received a prize, the 
wholesaler salesman who called on the 
dealer received a prize of one half of 
the value of the dealer award. This 
was given for his efforts in stimulating 
the dealer to such aggressive lamp sell- 
ing during the campaign period. 

Approximately 23 per cent of the total 
dealer sales were made to industrial and 
commercial establishments and the re- 
maining 77 per cent to domestic custom- 
ers. The industrial and commercial 
business amounted to approximately 
324,495 lamps while the domestic total 
was about 1,086,353. 


Improved Sales and Collections 
Reported by Credit Group 


Seventy-five per cent of the whole- 
saler and distributor members of the 
National Electrical Credit Association 
reported increased sales for November 
with inventories holding about even. 
Secretary Arthur Hearl also reports 
improvement in accounts receivable and 
little or no change in commodity prices 
during that month. 


Manufacturers Planning Program 
To “Rewire America” 


The first step in the development of 
the market for rewiring already wired 
premises was taken at a meeting of rep- 
resentative electrical manufacturers, held 
December 18 in New York, under the 
auspices of the Business Development 
Committee of NEMA. At this meeting 
a great many facts and figures were 
brought out to show the extent of the 
market to “Rewire America,” as well as 
the existing necessity for rewiring. A 
planning committee was appointed to 
make more detailed investigation of the 
rewiring market and methods for devel- 
oping it. This committee will suggest a 
plan of action at a later meeting. 


ELECTRICAL WHOLESALING — January 1936 








——' 














NEWA Commodity Committees for 1936 


Apparatus & Control 


Karr Parker, Chm., McCarthy Bros. & Ford. . Buffalo 
H. J. Baitinger, Baitinger Elec. Co... New York City 


J. H. Gleason, Graybar Electric Co......... Chicago 
H. J. Gundlach, Mine & Smelter Supply Co....Denver 
G. H. Jacob, Miller-Seldon Electric Co....... Detroit 
G. S. Steiner, Steiner Electric Co........... Chicago 


Armored Conductor 


H. J. Baitinger, Chm., Baitinger Elec. Co..N. Y. City 
O. R. Blumberg, Cadillac Elec. Sup. Co....... Detroit 
D. A. Hughes, Langdon & Hughes Elec. Co.....Utica 
Samuel Kaplan, Belasco Electric Supply Co.. .Chicago 
F. H. Swayze, Graybar Electric Co.. New York City 


Conduit 
W. J. Drury, Chm., Graybar Elec. Co.. New York City 
D. L. Fife, Fife Electric Supply Co.......... Detroit 
B. T. Hare, Rumsey Electric Co........ Philadelphia 
J. C. Schmidtbauer, Westinghouse Elec. Sup. Co. 
Chicago 
H. O. Smith, Hardware & Supply Co......... Akron 


T. C. Treadway, Treadway Electric Co...Little Rock 


Conduit Fittings & Outlet Boxes 


H. H. Tully, Chm., Doubleday-Hill Elec. Co. 
Pittsburgh 
W. J. Kranzer, Crannell, Nugent & Kranzer 
New York City 


A. Kubec, Kubec Electric Co..........c000. Chicago 
M. W. Nichols, Nichols Electric Co......... Dayton 
W. L. Startsman, Turner Elec. Sup. Co....... Detroit 


Fan Motors 


W. F. Perry, Chm., Doubleday-Hill Elec. Co. 
Washington, D. C. 
J. B. Dunn, Tower-Binford Elec. & Mfg. Co.Richmond 
L. L. Hirsch, Electrical Suply Co........New Orleans 
McKew, Parr, Parr Electric Co........... Brooklyn 
W. L. Perry, Perry-Mann Electric Co..Columbia, S. C. 
J. M. Sadler, Commonwealth Edison Co.....Chicago 


Flashlights & Batteries 


L. W. Korsmeyer, Chairman, Korsmeyer Co... Lincoln 
A. E. Loeb, Loeb Electric Co............ Columbus 
W. H. Vogel, Ostrander Elec’l Sup. Corp..N. Y. City 


Heating & Motor Driven Devices 


L. E. Latham, Chm., E. B. Latham & Co...N. Y. City 
J. S. Baker, Sacandaga Elec. Sup. Co. 
Fort Edward, N. Y. 
S. Bordman, Franklin Electric Co....... Philadelphia 
R. J. Brown, General Elec. Sup. Corp... Bridgeport 
J. Dunn, Sager Electrical Supply Co......... Boston 
J. H. Fisher, Westinghouse Elec. Sup. Co. 
Philadelphia 
D. H. O’Brien, Graybar Electric Co... New York City 
H. E. Rasmussen, Peerless Elec. Sup. Co. 
Indianapolis 
L. E. Reid, American Electric Co.....St. Joseph, Mo. 
E. D. Story, Viking Products Corp... New York City 


Industrial & Commercial Lighting 


E. A. Hawkins, Chm., Graybar Elec. Co..N. Y. City 
W. W. Booth, General Elec. Sup. Corp... . Bridgeport 
H. C. Clarke, Crescent Electric Co.......... Detroit 
R. L. Knopp, Capitol Elec. Sup. Co......... Lansing 
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W. G. Thomas, Mill-Power Sup. Co...Charlotte, N. C. 


Incandescent Lamps 


W. I. Bickford, Chm., Iron City Elec. Co.. Pittsburgh 
E. J. Coyle, Colonial Electric Co........ Philadelphia 
F. R. Elliott, Elliott-Lewis Elec’l Co..... Philadelphia 
E. M. Graham, National Elec’l Sup. Co. 

Washington, D. C. 
E. A. Hawkins, Graybar Elec. Co...New York City 
S. Rosenthal, Hyland Elec’l Supply Co....... Chicago 


Outside Construction Materials 


J. G. Johannesen, Chm., General Elec. Sup. Corp., 


Bridgeport 
L. A. Bodkin, Electric Supply Co....... Des Moines 
G. F. Hessler, Graybar Elec. Co.....New York City 
T. C. Lindsay, Allen Electric Co........... Cleveland 
C. B. Nelson, Nelson Electric Supply Co....... Tulsa 
J. B. Terry, Terry-Durin Co........... Cedar Rapids 


W. Williamson, Westinghouse Elec. Sup. Co. 
New York City 


Radio & Tubes 


H. O. Smith, Chm., Hardware & Supply Co...Akron 
W. S. Blue, Columbian Elec’l Co...Kansas City, Mo. 
C. B. Peck, Charleston Elec’l Sup. Co. 

Charleston, W. Va. 
L. Williams, General Elec. Sup. Corp..... Bridgeport 


Refrigeration 


D. H. O’Brien, Chm., Graybar Elec. Co...N. Y. City 
C. W. Dustin, Westinghouse Elec. Sup. Co... Atlanta 
W. H. Hall, Jr., Baldwin-Hall Co........... Syracuse 
C. J. Matthews, Matthews Elec. Sup. Co.. Birmingham 
R. L. Simon, Metropolitan Elec’! Distributors 

New York City 
P. Stern, Interstate Electric Co......... New Orleans 
Glen Wasson, General Elec. Sup. Corp... . Bridgeport 


Residential Lighting Fixtures 


S. S. Front, Chm., The Front Co...Wheeling, W. Va. 
J. S. Baker, Sacandaga Elec. Sup. Co. 

Fort Edward, N. Y. 
J. S. Teneo, City Bbectrie Coie. < os cccsnses Syracuse 


Ventilating & Air Conditioning 


E. M. Graham, Chm., National Elec’l Sup. Co. 
Washington, D. C. 

G. K. Heyer, Graybar Elec. Co.......New York City 

H. I. Sackett, H. I. Sackett Electric Co....... Buffalo 


Wires & Cables 


C. H. McCullough, Chm., W. T. McCullough Elec. Co. 
Pittsburgh 

W. J. Kranzer, Crannell, Nugent & Kranzer 
New York City 
C. E. Mason, Novelty Electric Co......... Philadelphia 
J. M. Newton, Oakes Electric Supply Co.....Holyoke 
A. C. Prange, General Elec. Sup. Corp..... Bridgeport 
L. C. Sherwood, W. J. Hartwig Co.......... Detroit 


Wiring Devices 


H. D. Roseth, Chm., Co-Op Elec. Sup. Co...Chicago 
W. C. Kingman, Canfield Supply Co...Kingston, N. Y. 


J. Kurzon, Joseph Kurzon, Inc.......New York City 
Ta Bee Ge, FG, FR Eis 0 0 n'n e ebivcctinine Detroit 
L. M. Moore, Warren J. Green, Inc.. Watertown, N. Y. 
G. H. Wahn, Geo. H. Wahn Co............ Boston 


1 
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+ From the Sales Department of Keps Electric Co., Pittsburgh, we intro- 
duce four first-class members. The tallest of the fellows is P. A. Groet- 
zinger; then comes E. W. Connor, J. B. Dapper and E. J. Sedler. 


Underwriters Revise Wire 


And Conduit Standards 


Revised wire and conduit standards 
recently issued by Underwriters’ Labo- 
ratories establish recognized perfor- 
mance requirements for these two prod- 
ucts. Outstanding in importance in the 
rigid conduit standard, third edition, 
which became effective December 5, is 
the requirement of four dips in a stand- 
ard copper sulphate solution for all 
types of zinc coatings. 

The specifications for threads on con- 
duit have also been revised. The new 
standard contains information on ac- 
ceptable tapers, effective length of 
threads and pitch diameter at end of 
conduit as well as a table of wall thick- 
ness and inside and outside diameters. 

The new flexible cord and fixture wire 
standard, also a third edition, combines 
under one cover, five sets of require- 
ments previously issued on various types 
of cord and wire. The simplification 
and combination of specifications for 
similar types of wire and cord, the re- 
sult of more than eighteen months of 
collaboration between Underwriters’ 
Laboratories’ engineers and industry 
conference members, has made for a 
more usable arrangement of text than 
was possible heretofore. 

The standard contains requirements 
for such new type cords as ATJ, CTJ, 
HSJ, POSJ-64, POSJ-32. 


MeGraw Award Given For 
Better Light Work 


George E. Whitwell, vice-president of 
the Philadelphia Electric Co. and Merril 
E. Skinner, assistant vice-president of 
the Niagara Hudson Power Corp., were 
awarded the James H. McGraw Award 
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Medal for Cooperation on Dec. 10. The 
awards were made at a dinner held at 
the Hotel Biltmore, New York City, in 
recognition of the outstanding contri- 
bution of the two recipients in initiating 
and organizing the Better Light-Better 
Sight program. 

Frank R. Elliott, president of the 
Elliott-Lewis Electrical Co., Philadel- 
phia, was a member of the committee of 
judges that made the award. 


Article Details Story of 
Mercury Lamp In Factory 


A detailed story of the application of 
mercury vapor lamps to the lighting 
problem of an industrial plant appears 
in the December issue of Factory Man- 
agement and Maintenance. The article 
contains useful information for the 
salesman who is working on such a sales 
problem. 


REA To Finance Wiring 
Of Farm Buildings 


Wiring of houses and other farm 
buildings for electricity will be financed 
by the Rural Electrification Administra- 
tion in areas where rural line construc- 
tion is making electricity available, ac- 
cording to an announcement by REA 
Administrator Morris L. Cooke. Fi- 
nancing of appliances, as heretofore, 
will continue under the direction of 
Electric Home and Farm Authority, 
which will operate in both rural and 
urban areas. Financial aid for wiring 
installations will be available both along 
lines financed by REA and those built 
by private capital. 

In order to reduce overhead charges, 
REA will receive loan applications only 


through local sponsors who will group 
individual requests in order to secure 
the economies of large volume. Ad- 
ministrator Cooke points out that “the 
cost of wiring can be reduced substan- 
tially by cooperative action resulting in 
a contractor wiring a hundred or more 
farmsteads under a _ single contract 
rather than bidding on each individual 
farm.” 


EHFA Approves Additional 
Appliances for Loans 


Electric Home and Farm Authority, 
in connection with its nation-wide pro- 
gram of expansion, has decided to ex- 
tend its financial facilities to the pur- 
chasers of the following additional 
domestic electrical appliances approved 
by the organization in territories served 
by cooperating utilities: Clothes ironers, 
clothes washers and electric driers (do- 
mestic), cream separators, electric 
motors (home or farm), milk coolers, 
vacuum cleaners. 

These are in addition to: refriger- 
ators, ranges, water heaters, water 
pumps (deep and shallow wells), which 
have heretofore been financed. 


Utility Executives View 
Hotpoint Lines 


Out to Edison General Electric Ap- 
pliance Company’s plant in Chicago 
went 70 executives and salesmen of 
utilities on Saturday, December 14, to 
view the new Hotpoint range and re- 
frigerator lines. 

General refinements have been made 
in all lines, especially in appearance but 
not to such an extent as to make pre- 
vious models “dated.” Mechanical fea- 
tures, advertising and sales plans were 
presented by department heads in a 
snappy, interesting manner. The day 
was topped off with a dinner and an 
evening of entertainment in the pent- 
house of the Hotel Sherman. 








+ Newcomers Behind the Counter 
of the Lancaster branch of Jno. E. 
Graybill & Co. S. C. Goodkind (on 
the left) is not used to standing still 
even long enough to have his pic- 
ture taken. L. W. Seldomridge is 
the other hustler. 
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322 PAGES 
of Valuable Buying Data 


2,925 product listings—1,570 trade names—3,430 


manufacturers—32 tables of engineering data—150 





pages of advertising giving details on specific prod- 
ucts— ALL IN ONE BOOK. Cross-indexed for 
easy reference to SAVE YOU TIME and MONEY! 

















194 manufacturers have amplified their 
listings with illustrations and more com- 
plete information, designed to give you 
the greatest possible assistance in specify- 
ing and buying electrical equipment. 
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Los Angeles Graybar Launches 
“Get Acquainted” Drive 


In a concerted drive to acquaint pros- 


pective customers with both the ware- 
house and the men of the organization, 
Graybar’s Los Angeles house is taking 
to the mails. A series of folders spon- 
sored by Harry Harper, manager of 
the branch, and also Pacific district 
manager, is devoted to pictures of the 
building and its occupants with a short 
story on each. 

The chief mailing piece, entitled 
“Shake Hands with Graybar,” features 
21 pictures of the organization and a 


thumbnail biography of each. Another 
is devoted to the convenience of the 
“pick-up” service at the house. A third 


presents a map of Los Angeles and a 
map of the surrounding country to 
show the convenience of the Graybar 
location. The fourth shows pictures 
of the exterior and interior of the ware- 
house, with a running story of the 
handling of an order through the organ- 
ization. 

These same ideas have been combined 
into a single folder to “sell” the Phoenix, 
Arizona, house to the surrounding trade. 


Michigan Chandelier Branch 
Celebrates Ist Birthday 


A dinner dance attended by some 200 
customers, marked the recent first an- 
niversary of the Ann Arbor branch of 
the Michigan Chandelier Co. Among 
the speakers were H. V. Myers, presi- 
dent of the company; C. J. Klose, 
manager of the Ann Arbor branch, and 
J. C. Coen, of the Wadsworth Electric 
Mfg. Co. 

Two new men have been added to 
the organization. S. M. Myers is cov- 
ering eastern Michigan for the sales 
department. Durwood Novack is the 
new stock keeper and counterman. 


G. E. Supply Names Clarke 
Radio Sales Manager 


W. Hayes Clarke, formerly assistant 
to R. J. Cordiner, manager of General 
Electric’s radio sales division, has been 
appointed manager of radio sales of the 
General Electric Supply Corp. with 
headquarters at Bridgeport and will re- 
port directly to J. L. Busey, president of 
the latter organization. 

Mr. Clarke is well known to members 
of the radio industry, having been in that 
field since 1922 when he joined the At- 
water Kent Mfg. Co. From 1925 to 1930, 
he served as Atwater Kent metropolitan 
sales manager in New York City. On 
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the formation of the RCA Radiotron Co. 


in 1930, he went to Chicago as district 
sales manager for that concern. In 1932, 
he joined E. B. Latham & Co. in New 
York as manager of radio sales. He be- 
came associated in 1934 with General 
Electric’s Merchandise Dept. at Bridge- 
port where he served as assistant to the 
manager of the radio sales division, in 
charge of distribution until his present 


appointment. 
+ 


American Electric Co. Opens 
Kansas City Branch 


American Electric Co., St. Joseph, 
Mo., has established a branch office at 
1928 Grand Ave., Kansas City. The 
office will be in charge of George Hay- 
den, formerly with the Glasco Electric 
Co. The firm will handle Crosley radios 
and refrigerators, and a general line of 
supplies and appliances. 


Perry Gets 30 Year Award 
At Graybar Electric 


A. L. Perry, general service manager 
of the Graybar Electric Company, com- 
pleted his 30th year of service with the 
company on December 8. Mr. Perry 
is a graduate of the University of IIli- 
nois and received his B.S. in Mechani- 
cal Engineering. He started with the 
Western Electric Company in Chicago 
in December, 1905. In the following 
thirty years he has held important posi- 








+ Running an Electrical Depart- 
ment of a large firm like Bright & 
Co., Reading, Pa., is a man-sized 
job. So in between telephone calls, 
visits from customers, and problems 
to be settled for the staff, the cam- 
era caught Charles L. Runkle in a 
close-up at his desk. 


tions with the company in Boston, Chi- 
cago, Detroit, Kansas City, New York, 
Omaha and St. Louis. 

Three other Graybar employees are 
celebrating the completion of many 
years of service. William B. Lewis, 
salesman at Los Angeles, receives the 
30-year award; Edmund King of the 
signalling dept. at general headquarters 
rounds out his 25th year; Herman 
Beilke, watchman at the Chicago office, 


receives the 25-year service em- 
blem. 
. 
Raub Supply Posts $5,000 
Offer On Metal Tubes 
Raub Supply Co., Lancaster, Pa., 


distributors of General Electric radios, 
mailed a circular to their dealers tak- 
ing exception to Philco’s published 
statements regarding the new metal 
tubes. Included in the circular is a 
copy of a telegram which G. H. Hart- 
man, general manager of the Raub Co., 
recently sent to James W. Skinner, 
chairman of the board of the Philco 
Radio and Television Corp. 

The telegram conveys an offer to post 
$5,000 to be given to the American Red 
Cross in January, 1937, “if Philco does 
not begin turning over production dur- 
ing 1936 to sets requiring metal tubes 
of the type invented and developed and 
pioneered by the General Electric Co.” 
The offer is conditional upon a similar 
donation by Mr. Skinner if “production 
is so changed to metal tube sets.” 


Westinghouse Makes Changes 
At Oklahoma House 


R. B. Millerborg has been transferred 
from the Rio Grande Valley territory 
of the San Antonio branch of the 
Westinghouse Electric Supply Co. to 
the Oklahoma City branch as a city 
salesman. 

J. K. Gore is the new service man- 
ager at Oklahoma City. He replaces 
F. M. Peterson, who has been trans- 
ferred to the St. Louis office of the 
Westinghouse Electric & Mfg. Co. 

A. L. Goeke has left the St. Louis 
office of the Supply organization to 
become record clerk and order clerk at 
the Oklahoma house. 

Charles Gardner has been taken on 
as a warehouse foreman. 


Arvedon Moves Quarters and 
Adds to Organization 


Arvedon Bros. have taken new ware- 
house and office space at 152 Essex St. 
The new quarters enable them to carry 
a much larger stock than was possible 
at their former house at 414 Com- 
mon St. 

John Arvedon and Dave Lynch have 
joined the organization. Both are de- 
voting their time to inside work. 


ELECTRICAL WHOLESALING — January 1936 








Triangle Electric Leads Field 
In Home Laundry Drive 


Triangle Wholesale Electric Co., 
Muncie, Ind., was crowned the winner 
in the General Electric “Spotlight 
Home Laundry Campaign” which ended 
recently. The awards were made on the 
basis of percentage of quota realized. 

The next nine houses in order were: 
G.E. Supply Corp., Hartford, Conn.; 
Portland, Ore.; Butte, Mont.; Vir- 
ginian Electric Co., Charleston, W. Va. ; 
G.E. Supply Corp., Seattle, Wash.; 
Newark, N. J.; Langdon & Hughes 
Electric Co., Utica, N. Y.; Elliott 
Lewis Electric Co., Philadelphia, Pa.; 
Stubbs Electric Co., Portland, Ore. 


Moore Electric Adds Two 
Men to Sales Force 


Calvin Fleeson and H. B. Thompson 
are now selling for the Moore Electric 
Supply Co., San Francisco. Fleeson 
is covering the Sacramento territory, 
while Thompson is traveling the penin- 
sula and the South coast. R. C. Chris- 
tiansen has been made sales manager, 
succeeding Henry Wolff. 

A new demonstration room _ has 
been constructed, featuring sound proof 
wood. The room is modernistic in 
style and new furniture has been pur- 
chased to match. 


G. E. Supply Announces 
Organization Changes 


General Electric Supply Corp. has ad- 
vanced the Milwaukee branch to the 
status of a main house. P. R. Boule 
will be the district manager and A. R. 


Winters, the operating manager. He 
replaces the late S. C. Greusel. R. I. 


Boyle will serve as service supervisor. 
M. M. Salzer has been appointed local 
sales manager at New Orleans. 

The Atlanta district reports the addi- 
tion of three salesmen: R. W. Collins 
at Tampa, F. C. Elwes at Jacksonville, 
and C. T. Taliaferro at Knoxville. 
R. J. West has been made branch man- 
ager at Miami; T. M. Harris at Chat- 
tanooga; J. G. Cason at Knoxville and 
C. B. Davidson at Nashville. 


Broome Issues Catalog 


Broome Electric Co., Amarillo, 
Texas, has issued a new 32-page cata- 
log covering wiring supplies, appliances 
and fixtures. 


F. B. Connelly Co. Holds 


Sales Convention 


Under the leadership of W. R. 
McCurdy, general sales manager, the 
F. B. Connelly Co. recently held a two- 








+ In Their New Quarters stand three of the stalwarts of Kim Electric Co., 


Pittsburgh. The new address, incidentally, is 111 Smithfield St. 


The gen- 


eral manager, M. Kimball, is at the left; then comes C. Albert Kerr, coun- 
terman, and an outside salesman, Charles J. Kehr. 





day sales convention at their Seattle 
headquarters; Kenneth Connelly, vice- 
president and general manager of the 
organization, made the opening address. 

Representatives of many of the lead- 
ing manufacturers presented their prod- 
ucts during the sessions. A banquet 
closed the proceedings. 


Hudson Electric Adds Space 


About 2000 sq.ft. of showroom and 
storage space has been added to the 
quarters of the Hudson Electric Supply 
Co., Union City, N. J. The company 
now occupies the entire floor of the 
building. A new counterman has been 
added to the organization. 


Central Electric Moves 


Central Electric Supply Co. of Den- 
ver, Colo., has moved to 1433 Tremont 
Place, from their former quarters at 
1808 Arapahoe St. 


Westinghouse Supply Opens 
Display Room 


A complete merchandise showroom 
has been opened at 168-02 Hillside 
Ave., Jamaica, L. I., by the Westing- 
house Electric Supply Corp. The show- 
room is for the convenience of dealers 
and their customers. New leads that 
may arise will be referred to some con- 
venient dealer. 


Moock Electric Issues Booklet 
Showing Scope of Operation 


The Moock Electric Supply Co., with 
headquarters at Canton, Ohio, last 
month issued an interesting 12-page 
booklet giving a clear picture of their 
operations. Pictures of the entire per- 
sonnel and views of each of the three 
houses are included. The four-colored 
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booklet also includes pictures of various 
products distributed by the organiza- 
tion. 

° 


Graybar Promotes Daly 


J. D. Daly, formerly a salesman at 
the Miller Co., Meriden, Conn., has been 
appointed sales manager of the Hart- 
ford office of the Graybar Electric Co. 
Mr. Daly came with Graybar in Janu- 
ary, 1934, as a salesman. 


Sager Supply Issues Gift 
Catalog For Dealers 


To facilitate dealer selections of elec- 
trical products suitable for Christmas, 
the Sager Electrical Supply Co., Boston, 
distributed a 66 page, 6 in.x9 in. catalog 
of “Gift Suggestions” to retailers in its 
New England territory. The items were 
all illustrated. In addition to numerous 
household conveniences, the catalog 
covered lines of electrical toys, radios, 
lighting units, scientific sets for juvenile 
use and optical kits. A comprehensive 
index was also provided. 


Chicago Wholesaler Issues 
Appliance Catalogue 


The Chicago Electrical Supply Co. has 
issued catalogue No. 102 containing 
pictures, descriptions and prices of 
their complete line of small appliances. 
One page has been devoted to their radio 
line. 

* 


Niagara League Holds 
New Year Party 


Members of the Electrical League of 
the Niagara Frontier staged a dinner 
party on December 9, to celebrate the 
passing of 1935 and the coming of the 
New Year. Boxing bouts and an ama- 
teur show featured the entertainment. 
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+ Two Executives of Keps Electric 
Co., Pittsburgh, step out into the 


sunshine. If this was a fashion 
paper, it might be mentioned that 
double-breasted suits are apparently 
right popular in the Iron City. E. J. 
Kelsky, president, is at the left and 
his able sales manager, A. D. Plus- 
key, accompanies him. 





Personals 





P. J. Boutpen, formerly with the 
General Electric Supply Corp. in St. 
Louis, is now handling city sales for 
the Tulsa, Okla., branch of the Westing- 
house Electric Supply Co. 

GeorGE WEILL, formerly with Joseph 
Kurzon, Inc., is now covering Manhat- 
tan for Cuny-Guerber, Inc., of New 
York City. ArTHUR BRANING is a new 
man at the counter of the latter firm. 

E. J. RocHeE is now county salesman 
for the Graybar Electric Co., Worces- 
ter, Mass. Davin Kopp is handling 
merchandise accounts at Graybar’s Bos- 
ton house. 

G. B. CoLeswortuy has been trans- 
ferred from Bridgeport headquarters to 
the Springfield, Mass., branch of the 
General Electric Supply Corp. as as- 
sistant operating manager. 

CHARLES SKOVE has been appointed 
sales promotion manager and F. W. 
DavipsoNn radio specialist at the Kansas 


City branch of the General Electric 
Supply Corp. JoHn W. WEIR is a new 
appliance salesman covering south 
Kansas. 

“JAKE” EnciisH and Oscar PRo- 


CHASKA are two new city men for the 
Malco Electric Supply Co. of Cleveland. 

R. F. Oxsere, formerly city electrical 
inspector, is covering the city territory 
for the Crescent Electric Supply Co., 
Waterloo, Iowa. 

H. P. Netson has recently started 
with the Republic Electric Co. of 
Davenport, Iowa, as appliance _ sales- 
man. 

R. H. Woo.ey has been named man- 
ager of the electrical department, Miller 
Bros. Hardware Co., Fort Wayne, Ind., 
succeeding the late H. A. Hucx. Mr. 
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Huck’s sudden death in December fol- 
lowed an attack of pneumonia. 

WiLL1AM NEFF is the newest em- 
ployee in the shipping room of the 
Terry Durin Co., Cedar Rapids, Iowa. 

CHARLES Mason has joined Stand- 
ard Wholesale Electric Co. of Los An- 
geles, as lighting specialist. Pau 
KEELER is a new man in the field for 
this firm. 

Ross H. Apams has been appointed 
to succeed the late J. C. Davipson as 
manager of the electrical department of 
Hendrie & Bolthoff Co., Denver, Colo. 





Obituary 


Robert M. McCallan 


Robert M. McCallan, Kansas City 
representative of the United States Rub- 
ber Co., died on December 4. His death 
was unexpected, resulting from a severe 
coughing spell. 

“Bob” McCallan, as he was known to 
his associates, had been a member of 
the U. S. Rubber organization for 25 
years. He had been an active worker 
with the Kansas City Electrical League 
for the past 10 years. 


William J. Keenan 


William J. Keenan, one of the best 
known figures in electrical wholesaling 
circles of the East and for many years 
vice-president of the General Electric 
Supply Corp., died from a heart ailment 
at his home in Boston on Dec. 22. Mr. 
Keenan was born in Roxbury, Mass., 
in 1862, and after some years in the 
telegraph and telephone fields at New 
York and Boston, became a salesman 
for the Pettingell-Andrews Co., Boston. 
Gifted with unusual ability for making 








+ There’s No Bothering F. H. 
Pauley when an order is to be writ- 


ten. Mr. Pauley was promoted to 
branch operating manager of the 
Erie (Pa.) branch of General Elec- 
tric Supply Corp. about two years 
ago and is doing right well at his 
job. 
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+ Time Out From Fixture Selling 
to pose for a quick “snap” in front 
of the Dauphin Electrical Supplies 


Co., Harrisburg, Pa. Harrison F. 
Leonard, the gentleman in the pic- 
ture, has done a remarkable light- 
ing sales job, as manager of this 
department for the Harrisburg or- 
ganization. 





friends and with exceptional business 
insight, he ultimately became vice-presi- 
dent of the famous old house, which he 
served until its acquisition by the Gen- 
eral Electric organization. 

For some time he made his head- 
quarters at Bridgeport, following his 
transfer to the Supply corporation, and 
for a long period he specialized in sales 
of electrical supplies to the steam rail- 
road field. Although in virtual retire- 
ment for the past three years, he acted 
as a special representative of the com- 
pany in the eastern territory, and was a 
factor in New England electrical de- 
velopment to the end of his life. 


Louis R. Shanks 


Louis R. Shanks, affectionately known 
to his associates in the Graybar Electric 
Co., New York, as “Pop Shanks,” died 
on Dec. 5. “Pop” was 77 years old and 
had been retired since 1927, when he 
completed his 25th year of continuous 
service with Graybar. 

Back in 1899, Mr. Shanks came to 
the Thames Street Store of the West- 
ern Electric Company as stock clerk. 
He soon became counter salesman and 
a few years later one of the regular 
outside salesmen. In 1922, at the age 
of 64, Mr. Shanks because of his wide 
acquaintance with the men who came 
to Graybar to sell or to buy, was given 
a place as receptionist, where he re- 
mained until his retirement in 1927. 


Correction 


The report of the recent death of J. 
Leroy Flight of the Union Equipment & 
Supply Co. of Providence, which ap- 
peared in ELEcTRICAL WHOLESALING for 
December, stated that Mr. Flight was 
vice-president of this company. Mr. 
Flight’s position at the time of his death 
was that of secretary and not vice-presi- 
dent. 
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. and profitable 
LIGHT 


... for you and 
your customers 


Earn additional profits on your lighting equipment 
with the General Electric High Intensity Mercury 
Vapor Lamp. This lamp enables you to offer your 
customers the inherent advantages of mercury vapor 
illumination, in a convenient form. It provides them 
with 40 lumens per watt at a previous current cost 
of 20. 

The General Electric High Intensity Mercury Vapor 
Lamp is adapted to use on both 110- and 220-volt cir- 
cuits. All that is necessary is to use the proper ballast 
equipment. The lamp is easy to install, being fitted 
with a standard Mogul screw base. It comes in two 
forms of vertical mounting, base-up and base-down. 
These are not interchangeable. Conventional lumin- 
aires of proper types are available which provide effi- 
cient light distribution over both high and low bay 
areas. 

For details address the General Electric Vapor 
Lamp Company, 891 Adams Street, Hoboken, N. J. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


674 Copr. 1934, General Electric Vapor Lamp Co. 


Order your auxiliary devices which were designed especially for 
this lamp from the General Electric Vapor Lamp Company. 


HIGH INTENSITY 


Mecrcury Vigpor Lamp 
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Crawford to Head Construction 
Materials Sales for G.E. 


J. H. Crawford has been appointed as 
successor to the late Frank W. Hall, as 
manager of the construction materials 





J. H. Crawford 


sales division of the Merchandise Dept. 
of the General Electric Co. at Bridge- 
port, according to a recent announce- 
ment by Vice-president C. E. Wilson. 
Mr. Crawford was first employed at 
Schenectady, in 1905. He was trans- 
ferred to Bridgeport in 1925, becoming 
manager of conduit sales in 1928 and 
assistant manager of the construction 
materials sales division in 1932. 


Hamilton Beach Plans 
Addition to Plant 


Due to increased business, the Hamil- 
ton Beach Co., manufacturers of house- 
hold appliances and other equipment, 
has begun work on an addition to their 
plant at Racine, Wis. The addition will 
take the form of a three story brick 
building, containing about 40,000 ft. of 


floor space. 
* 


Pollock Joins Eagle Electric 


John Pollock has been employed as 
city salesman for the Eagle Electric 
Supply Co., at its new quarters at 1947 
Massachusetts Ave., Cambridge. The 
company was formerly located at Inman 


Square. 
* 


G. E. To Hold Sales Meeting 


On Farm Power 


An intensive, training course for both 
new and experienced rural men of elec- 
tric utilities will be conducted at the 
General Electric Institute, Nela Park, 
Cleveland, January 13, 14 and 15. An 


40 


attendance of 150 representatives from 
numerous utilities is expected. The 
course will include intensive training on 
latest electric equipment, how it is used, 
why the farmer needs it, the service it 
will perform, and the profit which will 
result from its use, as well as effective 
sales programs. 


Welborne Opens New Showroom 


W. E. Welborne, manufacturers’ 
agent, has opened a new showroom at 
2835 W. Pico St., Los Angeles, for the 
display of Kopp Glass and Abolite 
Reflector Co. products. Mr. Welborne 
specializes in lighting problems. 


Cutler-Hammer Names Two 
As Vice-Presidents 


G. S. Crane, sales manager and W. 
C. Stevens, chief engineer of Cutler- 
Hammer, Inc., manufacturers of elec- 
tric control apparatus at Milwaukee, 
have been promoted to vice-presidencies 
in charge of sales and engineering, re- 
spectively. 

Mr. Crane began work in the engi- 
neering dept. of the company more than 





W. C. Stevens 


G. S. Crane 


25 years ago. For a time, he served 
as manager of the Cleveland office. He 
has held the post of sales manager for 
the past 12 years. He is a graduate of 
the University of Michigan. 

A Cornell graduate, Mr. Stevens’ 
record with the company goes back 30 
years. Although he, too, started in the 
engineering dept., he has spent 18 years 
in sales work. 

» 


Thorson Made District Manager 
Of G.E. Merchandise Dept. 


C. R. Thorson, formerly represent- 
ing General Electric home laundry 
equipment in the Philadelphia terri- 
tory, has been appointed district man- 
ager for the appliance and merchandise 
department in the territory embracing 
Nebraska, Minnesota, North Dakota, 
South Dakota, Iowa, and part of Wis- 


consin. His return to the Middle West 
brings him back to familiar territory, 
since his first twelve years of business 
life were with the Des Moines Electric 
Light Co. 





C. R. Thorson 


Mr. Thorson will supervise sales in 
his new territory for all appliances 
merchandised from the Bridgeport head- 
quarters. He will take up his new 
duties immediately. 


G. E. Enters Plastic 
Novelty Field 


A new line of plastic novelties, in- 
cluding Christmas tree ornaments, toy 
and household dishes, lamps, and other 
items, all featuring “Scrappy,” popular 
juvenile movie-cartoon character, is 
being produced by the General Electric 
Company’s Plastics Dept., Lynn, Mass., 
through arrangement with Columbia 
Pictures Corp. 

Some 600,000 tree ornaments were 
distributed to retail chain stores shortly 
before the holiday season. They mark 
the initial entry of G-E plastic products 
into the field of novelties, having an 
animated-cartoon tie-up. 


Ashland Electric Incorporates 


Operated since 1899 by Thomas An- 
drazyk as sole owner, the Ashland Elec- 
tric Co. has now been incorporated at 
$60,000. Officers are Thomas Andrazyk, 
president; Walter Sippel, vice-presi- 
dent; Louis Greenburg, secretary and 
Richard Regan, treasurer. As before, 
the company is located at 1517 Haddon 
Ave. 
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Emerson Opens Detroit Office 


Emerson Electric Mfg. Co., St. Louis, 
Mo., has opened a branch sales office in 
the Stormfeltz-Loveley Bldg., Wood- 
ward & Grand Blvd., Detroit, Mich. 
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THIS NEAT HOOK-UP for radio connections provides 
Aerial, Ground and Power connections from a 
ONE-gang Outlet. . . Fits all standard-depth 

wall boxes; takes standard Bakelite Duplex 
Receptacle Plates. ALL Bakelite: — face, 
body and back. . . 


Aerial, ground and power connections 
are plainly marked on Receptacle. 
To further ensure correct connec- 
tions, the aerial and ground plug 
has blades set at angle which pre- 
vents insertion in power slots of 
Receptacle. In use it is positively 
fool-proof. . . 


Standard plug cap furnished on 





radio fits the power slots only. 





| 
with Plug SA 


Complete ss 
No. 2145 N 


Firm, positive contacts replace the 





loose fit of ordinary radio-plug 
connections. A divider plate 





keeps aerial-ground and power 





circuits separated in wall box. 















Aerial-Ground-Power from a 1-Gang Outlet 


This Radio Outlet serves equally well for old buildings or new work. As easily installed 
as any Convenience Outlet; gets rid of straggling surface wires. Takes a standard wall box 
and standard Bakelite plate. Should be planned as part of the newer-standard wiring job, 


completing the scheme of modern electrical convenience. 


HART & HEGEMAN DIVISION | mae, 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. 
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A Section Devoted to Manufacturers’ Descriptions of Their 





Automatic Serving Table 


With a top of genuine American wal- 
nut, five-ply veneer in two-tone effect, 
this serving table is equipped with a 
triple convenience outlet. An eight-foot 
detachable cord set can be connected to 
a baseboard outlet. The convenience out- 
let attached under the table top, makes it 
possible to operate three appliances on 
the table at the same time. Table is 30 
inches square. Legs are built of a seam- 
less tubing and are finished in a golden 
brown enamel, baked on. As it is equipped 
with rubber peel, it will not scratch even 
the finest floors. To set up, it is only 
necessary to hold the table top out and 
the legs will drop into position. May be 
used as a serving table, bridge table and, 
when not in use, as a fireplace screen. 
General Electric Co., Merchandise Dept., 
3ridgeport, Conn.—Electrical Wholesal- 
ing, January, 1936. 


Branch Circuit Panel 


Arranged for toggle switches, this line 
of enclosed branch circuit cutouts and 
panelboards features both surface and 
flush mounting types. Cabinets are neat 
and compact with dead front construction. 
Door covers toggle switch levers and 
fuses. Ranges from 4 to 24 circuits with 
molded bakelite fuse blocks. Cards are 
provided for circuit marking adjacent to 
toggle switch levers and fuses. Supplied 
with straps to connect toggle switches to 
fuse terminals. Neutral connection for 
each circuit is adjacent to the fuse re- 
ceptacle, thereby providing easy identifi- 
cation of neutral terminal for each cir- 























cuit. Ample supply of “ring-cut,” con- 
centric knock-outs. In the flush type, the 
dead front is entirely independent of trim, 
eliminating the necessity of adjusting in- 
terior assembly to meet variations in 
plaster thickness. Cabinets and dead 
fronts have a durable, hard, baked black 
enamel finish. Flush types are trimmed 
with baked aluminum. Wadsworth Elec- 
tric Mfg. Co., Covington, Ky.—Electrical 
Wholesaling, January, 1936. 
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Products 


What's NEW 





Multiple Fuse 


Equipped with a neon light which 
glows as soon as a fuse blows, this 
patented indicator fuse is designed to take 
the place of six regular fuses. A slight 
turn of the knob to the right engages a 
new fuse link. The light immediately 
goes out. A short circuit or overload 
that is permanent will be indicated im- 
mediately by further glow of the neon 
lamp. Remains in the socket until used 
six separate times. Will operate on 
either a.c. or d.c. current. Samples have 
been submitted to the Underwriters’ 
Laboratories. Made to retail for 25 cents 
complete. Indicator Corp., 32-36 Green 





St., Newark, N. J.—Electrical Whole- 
saling, January, 1936. 


Cable Connector 


Known as “PXT”, this electric cable 
connector is designed for parallel, cross 
and tee connections. It consists of three 
pieces, a top and a bottom section which 
are identical and a center piece. The 
pieces are held together and the cables are 
clamped by tightening four socket-head 
cap screws. Top and bottom pieces can be 
reversed to accommodate a range of sizes. 
“PXT” 3001 takes wire sizes from No. 4 
to No. 1/0 inclusive; “PXT” 2500 takes 
wire sizes from No. 1/0 to 500,000 cm. in- 
clusive; “PXTIMCM” takes wire sizes 
from 500,000 cm. to 1,000,000 cm. inclu- 
sive. Standard package includes three 
connectors of one size with three socket- 
head wrenches. Trumbull Electric Mfg. 





Co., Plainville, Conn.—Electrical Whole- 
saling, January, 1936. 

















Floor Machine 


Designed for rapid work on floor areas 
where a limited time is available to do 
the work of scrubbing, waxing and pol- 
ishing, this medium-sized floor machine 
is constructed of high-grade, finely ma- 
chined aluminum castings. Noise is re- 
duced to a minimum. All moving parts 
are protected with the best-grade, over- 
sized ball bearings, assuring the least 
amount of friction and the highest degree 
of efficiency in power trarsmission. All 
bearings are lubricated through acces- 
sible grease cups. Sturdily built, this 
model is easy to operate. Can be ob- 
tained with either a 4 hp. motor or 4 hp. 
motor. Known as the Royal Model. The 
Fay Co., 130 Madison Ave., New York 
City. — Electrical Wholesaling, January, 
1936. 


Portable Mixer 


Finished in bright silver and baked 
“Glyptal”, this “Hotpoint” portable mixer 





may be used on its base or may be re- 
moved from it. Finish resists staining 
from fruit juices and alkalis. Double 
beaters are shaped to the contour of the 
opal white mixing bowls. Three-speed 
switch close to the handle may be operated 
without removing the hand from the 
handle. Requires no oiling. Supplied 
with all-rubber approved cord. Catalog 
No. 139DM4. General Electric Co., Mer- 
chandise Dept., Bridgeport, Conn.—Elec- 
trical Wholesaling, January, 1936. 
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Silent Blade Fan 


With a specially designed blade, made 
to cut the air in a way that reduces noise 





to a minimum, this 1936 line of silent 
blade fans is reported to produce a 
greater and more even flow of. air. 
Available in sizes from eight inches to 
16 in. for alternating current with in- 
duction shaded pole motors; for direct 
current with universal motors for the 
eight inch to 10 in. sizes and straight 
direct current motors for the 12 in. to 
16 in. models. Signal Electric Mfg. Co., 
Menominee, Mich.—Electrical Wholesal- 
ing, January, 1936. 


Five-Way Reflector 


This five-way directional reflector is 
designed for use with the manufacturer’s 
lumiline lamp holder bases No. 1127-A 
and 1127-B, mounted on the manufac- 
turer’s lighting strip. The reflector may 
be installed in any one of five predeter- 
mined positions so that the light may be 
reflected in the direction required by 
special conditions on each job. Two or 
more of the reflectors may be placed end 
to end to form a smooth, uninterrupted 
reflecting surface. The reflector is made 
in two sizes: No. 1191 in 12 in. lengths; 





No. 1192 in 18 in. lengths. Wiremold 
Co., Hartford, Conn.—Electrical Whole- 
saling, January, 1936. 


Explosion-Proof Switches 


This line of single throw and double 
throw, not fusible, explosion-proof 
switches meets the requirements of the 
National Electrical Code for use in 
hazardous locations, Class I, Group D 
and all lower classifications. Enclosures 
are weather-proof, semi-steel cast, bolted 
with heavy corrosion-proof bolts. The 
200 ampere sizes have regular hinges. 


Two pipe threaded conduit holes are sup- 
plied at the bottom of the enclosure, with 
pads on the sides and at the top for 
drilling other holes. Provisions are made 
for padlocking the operating handle in 
either the “on” or “off” positions—three 
padlocks may be used in either position 
to meet specific industry safety require- 
ments. Switches are the heavy duty in- 
dustrial type. Single throw switches are 
quick-break and quick-make, while the 
double throw are quick-break and _ posi- 
tive-make. Neither has the inter-lock- 
ing cover feature. They are obtainable in 
two and three poles from 30-200 amperes, 
575 volts a.c. and 600 volts d.c. Square D 
Co., Switch & Panel Div., 6060 Rivard 





St., Detroit, Mich—Electrical Wholesal- 
ing, January, 1936. 


Neon Transformer 


With radically changed dimensions, this 
new model neon transformer will permit 
the building of narrower framed neon 
signs. According to the manufacturer, the 
dimensions differ markedly from those of 
any transformer previously placed on the 
market. Instead of a proportionately de- 
veloped length, width and depth, the width 





of this transformer has been reduced to a 
minimum. Both the coil and core con- 
struction have been so balanced as to pro- 
vide, in the words of the manufacturer, for 
the greatest efficiency and maximum per- 
formance comparable with types having 
far more liberal dimensions. Approved 
by Underwriters’ Laboratories. Acme 
Electric & Mfg. Co., Cleveland, Ohio.— 
Electrical Wholesaling, January, 1936. 


Warming Stove 


About the size of a small plate, this 
electric warming stove is made of highly 
polished chrome and stands on four, com- 
position, heat resistant, half inch legs. 
It consumes 50 watts of electricity per 
hour. Normal week’s operation costs but 
the price of a few postage stamps. Made 
for use on the dining room table to keep 
coffee, tea, meats and vegetables warm, 
during the course of a dinner. Lists at 





$1.50. Silex Co., Hartford, Conn.—Elec- 
trical Wholesaling, January, 1936. 
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Auto Headlight Lamp 


Providing for the driving beams to be 
shifted to the side of the road for city 
driving and for passing on the open 





A 
highway, this new Mazda Lamp No. 
2331 has two 32 candlepower filaments 
and a base with a prefocused collar. 
Filaments are of the C-6, bar-type de- 
sign, as contrasted with the V-type of 
filament in the conventional Mazda head- 
light lamps. The straight coils are 
mounted approximately end to end in a 
horizontal position across the axis of the 
lamp. Although the lamp will fit into 
any headlight reflector, the eyelet holes 
in the collar are so located with respect 
to the solder contacts on the base that it 
is impossible to operate it in other than 
the headlight equipment for which it is 
designed. To facilitate the installation of 
the lamp in only one, the correct way, 
it carries the usual “top” marking. To 
provide maximum safety under all condi- 
tions, the new lamp is also available with 
opaque coating on the end of the bulb. 
It is designated as Mazda lamp No. 
2331-S. The opaque coating intercepts 
the stray light not controlled by the re- 
flector and thus improves driving condi- 
tions in foggy or misty weather. West- 
inghouse Lamp Co., Bloomfield, N. J.— 
Electrical Wholesaling, January, 1936. 


Variable Speed Motor 


Planned for installations where lateral 








space is at a premium, these upright 
“Varidrive’ motors give the user the op- 
tion of having the take-off shaft at either 
the high or the low position. These mo- 
tors provide “infinite” variations in speed 
under local or remote control. They are 
similar in construction and use to the 
manufacturer’s line of motors which are 
of horizontal design. U. S. Electrical 
Motors, Inc., Los Angeles, Cal.—Elec- 
trical Wholesaling, January, 1936. 
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NEWS 


FROM WIREMOLD 


“THE BUSINESS BOOSTER FOR CONTRACTORS!” 


THE WIREMOLD COMPANY ¢@ S @ HARTFORD, CONN., U.S. A. 


A “LIFE Baseboard — with Juice in it!” 


WiremotD 
OUTLET AND 


LIGHT STRIP 











TO APPLIANCES, DESKS, ETC. 


], Provides for really PRACTICAL CONTINU- 
OUS OUTLETS using solid, sturdy STAND- 
ARD Wiremold receptacles — durable and 
lasting! 

Greatly simplifies the installation of LUMILINE 
LAMPS—and multiplies their usefulness. 


3, Makes it easy to modernize stores with VINDOW 
& STORE LIGHTING—“novel effects at small 


cost!” 





4 Provides a great variety of inexpensive COVE, 
* PANEL & BOX LIGHTING combinations— 
easy to sell and install. 


NSTALLED in all types of new or old buildings. No digging into walls 
or ceilings. Complete installations around room—or part way only, if de- 
sired (IN SECTIONS OF ANY LENGTH). Outlets added as needed— 
placed anywhere—singly or in groups! Makes them really convenient—and 


really continuous! Takes NINE WIRES (No. 12)—in a SINGLE 
CHANNEL! Send for special circular! 


‘“Wiremold HELPS the Contractor !”’ 








Mercury Lamp Reflector 


With a removable steel or aluminum 
cover, this “Lobay” reflector No. 695 is 
designed for the high intensity mercury 
vapor lamp at low bay mounting height. 
Socket is protected, many degrees below 


“Tce 


fi Bisii.s\0ah : 





requirements, by a heat baffle in the hood 
to reflect the radiant heat. The hood it- 
self, has high heat conductivity due to 
the radiating fins and the black surface 
finish. Reflector is supported by a bot- 
tom ring which is easily removable. The 
crystal prismatic glass suffers no perma- 
nent depreciation. The  easy-to-wire, 
porcelain socket has a special shell to 
prevent the lamp base from sticking in 
the socket. Reflector is constructed so 
that the bulb is kept high, thus being 
screened from view at normal angles. 
Holophane Co., 342 Madison Ave., New 
York City.—Electrical Wholesaling, Jan- 
uary, 1936. 


Light Filter 


Filtering out certain red and yellow 
rays, this “Reco Daylight Hood” snaps 
right over the or- 
dinary bridge, floor 
or desk lamp. Manu- 
facturers claim that 
it produces an easier 
light for reading or 
close work and a 
more accurate light 
for matching of 
colors. Reduces glare 
and prevents harsh 
reflections. Said to 
relieve eye strain. 
Lists at 30 cents for 
the 50, 60 and 75 watt 
size. Reynolds Electric Co., 2650 W. Con- 
gress St., Chicago, Ill—Electrical Whole- 
saling, January, 1936. 





Buffet Service 


With the “Hotpoint” fully-automatic 
toaster in the center, this “Hotpointer” 
buffet service includes a pressed wood 
tray, finished in walnut; a five-compart- 
ment, crystal-clear glass condiment dish; 
a walnut bread board and a stainless steel 





knife. General Electric Co., Merchandise 
Dept., Bridgeport, Conn. — Electrical 
Wholesaling, January, 1936. 
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Every 


DEALER 
Can Sell 


KLEINS 


New packaging — new displays 
—still the old Klein quality! 
Every dealer should stock Klein 
Pliers. Electricians — radio and 
appliance service men — good 
mechanics —__ every 
man who appreciates 
good tools will use 
nothing but 
Klein Pliers. After 
checking the 
“want list’ be 
sure to mention 
Kleins — stand- 
ard of quality 
“since 1857." 












Distributed 
through 
jobbers 








oo OL EN cess 


3200 BELMONT AVE., CHICAGO 





Rural Line Suspension Fuse 


Hooking directly to the primary line 
of a distribution system by means of 
_“hot line tool,” this 
‘rural line suspension 
fuse connects to the 
transformer primary, 
thus providing protec- 





This cutout employs | 
t h e manufacturer’s 
spring cable assembly 
and universal fuse 
links, the spring being 
normally under ten- 
sion. When a fault oc- | 
curs and the fuse link 
melts, the coil spring 
instantly collapses and 
establishes a safe air 
gap between the ter- 
minals. Entire fuse 
assembly is contained 
in a fibre-lined bake- | 
lite tube. Schweitzer | 
& Conrad, Inc., 4435 
Ravenswood Ave., Chi- | 
cago, Ill. — Electrical | 
Wholesaling, 
» ary, 1936. 








Outdoor Reflector 


Designed for the general illumination of | 
| outdoor locations where utility and good 
| appearance are both important factors, 
this post top reflector is particularly suit- 
able for city 
parks and play- 
grounds, subur- 
ban street-light- 
ing and service 
stations. Unit 
consists of a 
porcelain enam- 
eled_ reflector 
with ornamental 
knob attached to 
an urn-shaped, 
cast aluminum socket housing by means 
of heavy cadmium plated iron rods. The 
| cast housing fits over two inch pipe and is 
secured by set screws. Green porcelain 
enamel, white inside, is standard finish. 
| Reflectors will also be furnished in 








tion to the transformer. | 





red, blue and other colors on order. 
Three sizes accommodate lamps from 200 
watt to 1500 watt capacity. 
Mfg. Co., 32 S. Peoria St., Chicago, Ill.— | 
Electrical Wholesaling, January, 1936. 


Radio Noise Suppressor 


Operating on the “phase-inverter” prin- | 
ciple, this “Filtron Robotrol” sets up a 
counter disturbance of 
adjustable intensity and 
balances out com- 
pletely ignition inter- 
ference on auto radios. 
It does not in any way 
impair the automobile | 
motor efficiency. En- 
tirely eliminates the use | 
of spark plug. sup-| 
pressors. Designed to | 
avoid such common 
complaints of noise 
eliminators as increas- 
ed gas consumption, | 
“motor drag,” and hard | 
starting. Lists at $2.50. 
Consolidated Wire & | 
Associated Corps., Pe- | 
oria & Harrison Sts., 
Chicago, Ill. — Electrical Wholesaling, 
January, 1936. 
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Quadrangle | 


ELECTRICTUBE 


GALVAKOTE 
ENAMELKOTE 


For the 


three stock 


1936 these are 


conduits to 


and sell. 


This fast selling line of 


conduit has everything 


contractors and wiremen 
demand—easy bending— 


clean sharp threads— 
enamel and galvanizing 
that cling to the bent 
surface—no-. cracks — no 
flaking—made for cus- 


tomers hard to please. 


Look 


Galvakote 


into Enamelkote, 
| reautee 


You'll 


ayae-tthys 


and 
19406. 


line 


atloy came c0)3 


like 


your customers do. 


this 


See our full page ad in the 
ar rence 


Electrical 
* 


CLAYTON MARK 
& CO. 


OPERA BUILDING 
ite \eremias 


Buyers Number 


of 


Contracting. 























FLOOR BOXES 


FULLMAN PROFITS 
for you in 1936 


Fullman's outstanding line of floor 
boxes and wiring specialties are na- 
tionally known in the electrical con- 
struction field. Their reputation for 
sturdy construction, ease of installa- 
tion, and faultless operation makes 

















NO. 300 “LATROBE” 
MIDGET FLOOR RECEPTACLE 


AND BOX selling easy for the wholesaler. 
The only non-watertight floor re- : : 
ceptacle. and box on the market Fullman offers 100°;, wholesaler dis- 
approved by the Underwriters’ Lab- tribution and protection Write 


for installation in wood 


oratories 
floors. 


for details. 





NO. 252-R TWO GANG BOX 


Two gang Adjustable Floor Box 
with No. 208 Receptacle in one 
section. One cover plate with 
%” Flush Brass Plug and _ the 
other cover plate with 2” Flush 
Brass Plug. 


FULLMAN MFG. CO. 
LATROBE - - - PENN. 
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ARMORED CABLE LEAD-COVERED 
APPLIANCE CORDS _W 
BUILDING WIRE—AIl NON-METALLIC 


: Types 
CONTROL CABLES— POWER CABLE 


RAILROAD, 


COMPANIES’ SPECIFICATIONS. 





ARMORED BUSHED CABLE—TYPE A.C. 


INSULATED WIRE & CABLE CO. Inc 


TRENTON.\ 













WIRES & CABLES 


SHEATHED CABLE 
PARKWAY CABLES 


Braided and Lead . 
FLAMEPROOF WIRE Wink & CABLE 
SERVICE NTRANCE 
FLEXIBLE OORDS & CABL 7 
CABLES SIGNAL CABLES 
FLEXIBLE STEEL VARNISHED CAMBRIC 
CONDUIT CABLES 


AND ALL KINDS OF SPECIAL CABLES TO 
MEET A.S.T.M., A.R.A., I.P.C.E.A., AND ALL 
GOVERNMENT, AND UTILITY 
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Trough-Type Lighting Unit 


Particularly suited for displaying ob- 
jects and materials in their true color, 
this trough-type luminaire provides il- 
lumination that approaches daylight. It 
is equipped with two 400 watt, high in- 
tensity mercury lamps with current-limit- 
ing transformers and three 500 watt, in- 
side-frosted Mazda lamps, spaced al- 
ternately with the mercury lamps. Lamps 
are all mounted in a vertical position with 
the transformers in the ventilated upper 
section of the luminaire. Trough has 
flashed opal glass to diffuse the light. Re- 





flecting surface is white baked enamel 
with a 77 per cent_ reflection factor. 
Greater efficiency is obtained by mount- 
ing an etched aluminum reflector in the 
top of each trough. Louvers at the 
lower edge of each trough redirect a por- 
tion of the light toward the ceiling. West- 
inghouse Electric & Mfg. Co., East Pitts- 
burgh, Pa—Electrical Wholesaling, Jan- 
uary, 1936. 


Radio-Phonograph Combination 


Designated as model A-88, this eight 
tube radio and automatic phonograph 
combination is equipped with metal 
tubes. Unit has four bands covering 
weather reports and European long waves 
as well as standard broadcast and short- 
wave reception. A “sliding-rule tuning 
scale,” horizontally calibrated in kilo- 
cycles on standard broadcasts and in 
megacycles on short waves, with short- 
wave service indicated in meters; the 
“sentry box,” the “permaliner” and the 
“stabilized dynamic loudspeaker,” projec- 
tion welded and equipped with a balanced 





bucking coil to eliminate hum, are all 
included as features of the unit. Phono- 
graph reproduction is handled through 
the audio part of the radio. Automatic 
record changer accommodates nine 10- 
inch or eight 12-inch records and has an 
automatic stop for playing records singly. 
There is an intermission of only four 
and one-half seconds between records. 
Cabinet is a modified modern design of 
hand-rubbed walnut. General Electric 
Co., Appliance & Merchandise Dept., 
3ridgeport, Conn.—Electrical Wholesal- 
ing, January, 1936. 
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Among The Trade ee * 





By A. B. (BUD) CONKLIN, Jr. 
and 
J. PEARSON GOULD 


> THOUGHTS OF EXPANSION occupy the 
mind of A. J. Musser, president of the 
Dauphin Electrical Supplies Co., Har- 
risburg, as business shows the most pro- 
longed improvement since the dark days 
of the depression. The most trouble- 
some part of the picture seems to be 
the tax situation. No less than seven 
sets of taxes will have to be met by 
this organization during 1936 and other 
wholesalers in the area will face the 
same situation. A federal income tax, 
a state income tax, a federal corporate 
stock tax, a state corporate stock tax, a 
city tax, a county tax and an unemploy- 
ment tax make up the quota. Also, 
there is the prospect of a sales tax. 
Enthusiastic plans for development are 
being tempered by thoughts of this 
burden. 


> Harotp SILVER, owner of the Silver 
Electric Supply Co., Reading, Pa., re- 
ports a boom in the supply business. 
Modernization accounts for most of it, 
in his opinion, and the farm population 
is chiefly responsible. With prices set- 
ting new highs and the attention of the 
government and the people centered on 
the farmer and his problems, the rural 
communities are feeling a bit like “dress- 
ing up” and are actually making re- 
pairs and improvements. 


> Ar THE Quincy, ILL., branch of 
Crescent Electric Supply Co., the fast 
moving sizes of conduit, 4, ? and 1 in., 
black and galvanized, are stocked on the 
main floor where they are easily reached. 
The slower moving sizes are kept in 
the basement where room is more plenti- 
ful. 


P IN THAT SECTION of the country in- 
cluding eastern Ohio, western Pennsyl- 
vania and western West Virginia, the 
electrical business has been fairly good 
the last year. The industrials have been 
rehabilitating their plants and the elec- 
trical men have done a good selling job. 
Progressive wholesalers are going after 
this industrial business more intensively 
than ever. 


> LooKING FOR MORE LINES to handle, 
especially for the industrial field, the 
wholesaler might consider the imposing 
list of electrical tools. While most 
houses handle the drills and hammers, 
technically minded salesmen can also 
sell grinders, buffers, sanders, saws, 
reamers, hones, etc., to their present 
industrial accounts. 
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> 3 Watt Bulb S14—Finish: 
: Clear, Sprayed Red 
or Yellow 


Many Uses..Many Users 


ASSURE STEADY TURN-OVER IN 


NEON 
GLOW LAWS 


Wholesalers everywhere find NEON GLOW 
LAMPS a real profit line. Ideally suited to 
so many uses, in so many industries, these 





2 Watt, 115 Volts — 
$14 Bulb— Finish: Clear, 
Sprayed Red or Yellow 


dependable, low-cost lamps move fast with 
a minimum of selling effort. 





Every industrial plant has numerous uses 
for NEON GLOW LAMPS in the product, 


or as pilot, indicator or exit lamps. Thea- 


1 Watt, 115 Volts— 
G10 Bulb 


tres, stores, and commercial establishments 
of all kinds use them for exit and night 
lights. In the home, too, they are preferred 
for night lamps and other uses where a 
low-wattage lamp is desirable. 

The reasons why NEON GLOW LAMPS 


are in demand for so many uses are long- 





Yy Watt, 115 Volts—G10 
Bulb Supplied in 1.0 Watt 
for 220 Volts 


life and low-cost. They have a normal life 
of 3000 hours and cost next to nothing to 
operate. In addition, they operate without 
lag, and will give normal service in those 
applications subject to vibration and shock. 
Full data on this fast-selling line is available 





Y Watt, 115 Volts—T4, 
Bulb Supplied with Can- 
delabra Screw Base Only 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


676 Copr. 1934, General Electric Vapor Lamp Co. 


... General Electric Vapor Lamp Company, 





891 Adams Street, Hoboken, New Jersey. 
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UNDERWRITERS 


APPROVED BY 


MeGILL Products Make Wishes for 


A Prosperous 1936 
] 


Come 
True 


Start your greater prosperity for 1936 
with something certain to help. 





McGILL Lamp Guards, for instance, are 
proven profit-getters —they sell in vol- 
ume, and only through jobbers. They are 
well known.* Saleable to every plant in 
your territory. Made to outlast ordinary 
guards — and in all styles and sizes for 
every industry. Backed by the largest 
manufacturers of lamp guards in America. 
Priced right. And they carry worthwhile 
profits. 


All McGILL Products fit into your lines 
perfectly — and you’ll be surprised with 
the business you can get by just remem- 
bering to mention them on every call. 
Try McGILL Products now if you never 
have. 





* More is done to help 
distributors sell McGILL 


Lamp Guards than you 
would expect could be 
done on items of this 
type. Direct mail adver- 
tising every month — 
plus extensive trade 
paper advertising — 
keeps your customers 
constantly informed on 
McGILL advantages. 


Write for Catalog Today—Box 636 

| MCGILL‘ 
° “fp 

Wire Lamp Guards 


MANUFACTURING CO. } wi ce. 


Wall Guards 








Pull Sockets 
Bracket Sockets 
Candle Pull Sockets 
Fixture Switches 















Conduit Box Switches IU ol (lee at) Mane) sla @ (07,01. Mme) Mee OL1121414 Coloring Fluid 
“ ing Flux 
Boatpte Suicehes ESTABLISHED 1904 p pra Maca 








VALPARAISO - INDIANA 











The 
A BEST SELLER! 


el 


Ninth Annual 
50 Amp. “VERIFIED” 


SYNCHRONOUS DIRECTORY 
TIME SWITCH of 


ELECTRICAL 
WHOLESALERS 
(Completely Revised) 


More than a mailing list. 
detailed 
tion on 1,088 active whole- 
Many 





Contains informa- 
A thoroughly reliable, high quality time 
switch that will give many years of de- 
pendable service. 

The result of over 26 years of exclusive 
time switch manufacture, this product 
offers the latest in design and con- 
struction. 

Approved by the Underwriters’ Labora- 
tories and fully guaranteed by the manu- 
facturer. 


Write for complete literature = 


RELIANCE AUTOMATIC Electrical Trade Publishing Co. 


LIGHTING CoO. 330 West 42nd St., New York City 
1911 Mead St. Racine, Wis. 


saling establishments. 


new listings included. 


Single Copies $15 


Descriptive folder on request. 























A Two-Man 
Team 





(Continued from page 9) 


it standard practice to check through the 
salesman’s catalog, to make sure that he 
had all our latest catalog sheets and price 
data. As I did so, I answered any ques- 
tions he asked about the day’s work and 
used the catalog freely to illustrate any- 
thing I may have said which he did not 
understand. 

Checking catalogs was very important, 
for I found in about 75 per cent of the 
cases that one or more sheets were miss- 
ing. There is a good reason for this: 
if our sheets had been mailed to his office, 
a careless clerk may have forgotten to 
distribute them; and if they were mailed 
to his home, he may have received them 
just when he was all tired out and in a 
mood to throw his business mail into the 
fire. Altogether too many salesmen 
“didn’t know” that we made some item, 
solely because the information had never 
reached them. We lost sales, as a result. 
I might add that this comment applies 
not only to outside men, but to counter 
men and correspondents as well. 

10. Finally, before saying ‘“Good- 
night,” I asked the jobber’s man for a 
confidential list of his pet accounts. I 
was in the field every day, and of neces- 
sity many of my calls were “cold-turkey.” 
If, however, I could walk into a new ac- 
count and tell the purchasing agent or 
the boss that Bill Jones, his favorite 
wholesaler’s salesman, had asked me to 
call I usually got a better chance to tell 
my story than I could expect on an inde- 
pendent call. It helped the salesman, 
too. If I madea sale, the customer could 
not possibly suggest that it be billed 
through anyone but my absent sponsor, 
Jones. 

11. Some men objected to giving me 
such a list, and that brings me back to 
what I said earlier about not switching 
accounts from one wholesaler to another. 








+ Business Looks Good, judging by 
the sheaf of papers on the desk of 
E. C. Marshall, purchasing agent of 
Dauphin Electrical Supplies Co., 
Harrisburg, Pa. And we have Mr. 
Marshall’s word that it is good. 
What’s more, it’s getting still better. 
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+ Got Europe There? 
Mr. Samuels, owner and manager, 
Allied Electric Supply Co., Pitts- 
burgh, is mighty proud of his new 
Stewart Warner line that he is dis- 


Anyway, 





tributing. Samuels believes that 


this should be a radio year. 





| 
Public officials have long since learned | 
that if they want a new move kept secret, | 
their best bet is to tell the reporters all | 
about it, then pledge them to secrecy; | 
such confidences are never violated. 
In precisely the same way, a whole- 
saler’s man can preserve his position with 
choice accounts by telling friendly manu- | 
facturer’s field men the whole story about | 
credits, quotations, and so on, and in-| 
sisting that they help him to maintain his | 
exclusive position. I am very sure that 
no field man would carry this informa- 
tion to a competing wholesaler. And I 
am equally sure that if too strict a veil of 
secrecy is thrown around these custom- 
ers, some uninformed field man will, 
sooner or later, visit them with a com- 
peting wholesaler’s salesman and inno- 
cently disturb the long-established con- 
nections. 





New Publications 


ARTIFICIAL LIGHT AND ITs APPLICA- 
TIONS. 258 pp. Published by Commercial 
Engineering Dept., Westinghouse Lamp 
Co., Bloomfield, N. J. Price 50 cents. 
A textbook prepared for use in connec- 
tion with the Employee Educational 
Plan which the Westinghouse Lamp Co. 
is sponsoring through its Better Light- 
Better Sight program for 1936. Divided 
into 13 chapters, the new text covers 
every phase of the lighting art, from fun- 
damental theory to all classes of present- 
day practice. Several sections cover 
sodium vapor and high intensity mer- 
cury vapor lamps, which have only come 
into accepted use in the past few years. 
Their technical function is discussed in 
a chapter on light sources, and their 
application is described in the chapters 
on commercial, flood, and street light- 
ing. Foot-candle intensities of recom- 
mended illumination standards for all 
manner of interior and exterior areas, 
are up-to-the-minute, having been com- 
piled just this year by a committee of 
lighting authorities representing the in- 


NEW FEATURES: 











Rounded Ends 
No Ear Lugs 


Increased Wiring 
Space 


No-Thread type in 
all popular styles. 


Threaded type in 
all popular styles. 


Your 
Customers 
will praise 


The New Features of the “35 Line” 
Appleton Unilets 








dustry. 


The new shape in Appleton Uni- 
lets, known as “Form 35,” has im- 
portant new features that improve 
installations. Note the rounded 


APPLETON ELECTRIC CO. 


1734 Wellington Avenue 
Chicago, U. S. A. 


New York, 76 Ninth Ave. 
Philadelphia, 401 North Broad 
St. 


San Francisco, 655 Minna St. 


Manufacturers of: 


Appleton Portable and Constant Duty Reelites 


APPLETON 


Threaded and No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. Off. 


Standard for Better Wiring 
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Los Angeles, 340 Azusa St. 
Detroit, 7621 Woodward Ave. 
St. Louis, 420 Frisco Bldg. 


ends of the cover opening. Like- 
wise, the absence of ear lugs in the 
body provides more wiring space. 

The castings, made in the Apple- 
ton Foundry under care- 
ful supervision, measure 
up to the highest stand- 
ards of quality. They are 
made of malleable iron 
which gives them both 
strength and lightness. 

The cadmium finish, 
used in all Unilets, pro- 
vides positive resistance 
to rust and corrosion. 


Write for further 
information 
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GIANT NEW 
16°’ QUIET 
OSCILLATOR BLADES 


VICTOR 


FANS 
FREE! 


NEW 1936 


“| CATALOG 
sur Send for your copy 


TODAY! 





Ylo- 






i ait, 











The STANDARD 
of the Electrical 
Industry 


Wolverine Lugs and 
Sleeves are made 
from the best elec- 
trolytic copper with 
every process of 
manufacture under 
Wolverine control. 
The square end de- 
sign of lug gives 
greater contact area 
and better current 
carrying charac- 
teristics. 

Stock Wolverine 
Products for ready 
acceptance through- 
out the industry. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave. 
Detroit, Mich. 
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ade Bulletins 


Tr 


Building Wire—Bulletin No. 125. 8 
pp. Description and performance speci- 
fications for Safecote building wire.— 
Hazard Insulated Wire Works, Wilkes 
Barre, Pa. 

Carbon Brushes—Data and price sheet 
on “Kit No. 19,” carbon brush repair 
kit assortment, covering 17 most gen- 
erally used types of automobile heater 


fan motors.—Ohio Carbon Co., 12508 
Berea Rd., Lakewood, Ohio. 
Condensers—Catalog 7-S. Lists wet, 


dry, paper, mica and trimmer conden- 
sers in a clearly defined manner. Con- 
tains large tabulation of exact re- 
placement dry electrolytics with an 
illustration of each. Designed especially 
for the radio service man.—Solar Mfg. 
Corp., 599 Broadway, N. Y. C. 
Fixture Connector—Trade Bulletin 
No. 10. Describes a new bronze fixture 
connector. [llustrated—H. B. Sherman 
Mfg. Co., Battle Creek, Mich. 
Insulators—28 page catalog, cover- 
ing pin type and strain insulators and 
accessory hardware. Illustrated with 
photographs and diagrams.—Porcelain 
Products, Inc., Parkersburg, W. Va. 
Mercury Vapor Lamp—Bulletin 550. 
A discussion of the physical and electri- 
cal characteristics of the mercury vapor 


lamp. Profusely illustrated with ex- 
amples of its use.——General Electric 
Vapor Lamp Co., Hoboken, N. J. 


Miscellaneous—List of revised cata- 
log pages and check list for holders of 
loose leaf catalogs.—Trumbull Electric 
Mfg. Co., Plainville, Conn. 

Service Cable—Bulletin GEA-1791B 
12 pp. General and technical informa- 
tion on rubber-insulated service cable, 
both overhead and underground, Illus- 
trated with photographs and installation 
diagrams.—General Electric Co., Schen- 
ectady, N. Y. 








+ A Customer Every Three Minutes. 
That is the record of A. E. Staugh 
(left) and C. W. Weidman, counter- 
men of the Jno. E. Graybill & Co., 


York, Pa. They have to hit a high 
peak of efficiency to handle an aver- 
age of 180 customers a day. 











eae 
peature SIGNAL LINES: 


Now a smart looking fan line not 
only appealing in design but more 
serviceable than ever. These new 
fans are silent, as free from noise 
as modern engineering can make 
them. Moves air farther—evenly, 
smoothly and quietly. Here’s a 
fan line that’s out in front. Write 


for new merchandising program. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 


Offices in principal cities 








controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, 
Mount Vernon, New York 


Inc. 

















CONEX 
SOLDERLESS 
CONNECTORS 
BAKELITE — Universal 
Size—a_ Leader. 


SIMPLEX 
SOLDERLESS 
CONNECTORS 


PORCELAIN —2 Sizes, 
Medium, Normal 


Saal 


OlNT a 


Replaces solder and tape. 
proved by Underwriters’ Lame 
tories. Write for samples. 





Weiss ) A Biheller Merchandise , Core. 
584 Broa New York, WN 
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..» Offers you 
a special insulated wire 
service — wrapped in 
Cellophane 


It will profit you to investigate and 
make use of NEACO'S special- 
ized service on heater cord, all 
rubber cord, twisted pair, fixture 
wire, slow burning and other types, 
‘cord sets, extension sets and as- 
semblies—all bearing underwriter's 
tags, fractional foot labels, etc.+- 
manufactured in all standard colors. 


GENERAL INSULATED 
WIRE CORPORATION 


Division National Electric Appliance Corp. 
Gordon Avenue, Providence, R. I. 























mm 


encineenine. cO., inc. 

















+ A Visitor lines up with M. Kim- 
ball, manager, Kim Electric Co., 
Pittsburgh. Incidentally, George H. 
Smith and Mr. Kimball are using 
some of George’s display material 
for a background—he _ represents 
Bright Star Battery Co. in that 
‘territory. 








Classified Ads 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 


Representatives Wanted 


Manufacturer’s sales representatives 
for high grade line of friction tape and 
splicing compound in New England, 
West Coast, Chicago, and Cleveland. 
Appress Box 12, ELecrricAL WHOLESAL- 
ING, 330 W. 42nd. St., New York City. 


Manufacturer’s Agent, located in Chi- 
cago, established 25 years, has opening 
for two live wire salesmen, age around 
30, to cover Chicago Metropolitan terri- 
tory. Will consider only men with ex- 
perience in electrical jobbing or manu- 
facturing business. Those qualifying 
will receive an attractive proposition. 
Replies will be kept confidential. Ap- 
DRESS Box 13, ELEctrIcCAL WHOLESALING, 
330 W. 42nd St., New York City. 


Lines Wanted 


Salesman with 15 years’ experience in 
electrical wholesaling industry desires to 
take on lines in Philadelphia and 
vicinity; also in Baltimore and Washing- 
ton. Can furnish references as_ to 
ability and character from men promi- 
nent in the business. Appress Box 10, 
ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 


Manufacturers Representative, cover- 
ing Western Pennsylvania, Ohio and 
West Virginia for ten years and with 
established wholesaling contacts desires 
to add reputable line to the one now 
carrying or will consider full time propo- 
sition on line of sufficient volume. Ap- 
press Box 11, ELectricAL WHOLESALING, 
330 W. 42nd St., New York City. 
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* Shawmut Shur-Lag Renewable 
built and 
provide greater time lag under 
unusual overload conditions. 


Fuses are sturdily 


* Ferrule Type permit speedy re- 
newal ... plenty of room to in- 
link in fuse case... Fer- 
have deep screw driver 


sert 
rules 
slots. 


*% Links are of uniform thickness 
. can be inserted from either 
end of fuse case. 


% After blowing, fragments of link 
can be quickly, easily removed. 


% Knife Blade Type have no small 
parts to become lost or mislaid in 
refilling . .. simple and efficient 
in design. 


% Permanent rigid blade alignment 





. Blades are assembled to an 
extra heavy insulating crossbar. 


% Can be assembled ONLY one way 
. the correct way. 


* 


UND. LAB. APPROV. 


THE CHASE-SHAWMUT CO. 


Newburyport, Mass. 


Fuse Specialists Since 1893 
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NOTHING GRIPS 
LIKE A 


I_sco SOLDERLESS LUG 


Just insert the wire, tighten the screw, 
and the wire is forced into permanent, solid 
contact—all in a few seconds time. It’s the 
triangular wedge formed by the tang and 
V-bottom collar, that grips wires, (solid or 
stranded) with the tenacity of a bulldog. 
Yet wires are not flattened or separated; no 
set screw contact to cut or shear them. No 
special tools required to make the connec- 


tion! Learn more about the Approved 
ILSCO SOLDERLESS LUG. Send for lit- 
erature, prices, and samples. 


Ilsco solder lugs show the size of the largest 
wire they will take. 


ORDER FROM YOUR JOBBER 


Ilsco Copper Tube & Products, Inc. 
5629 Madison Road, Cincinnati, Ohio 

















is guaranteed 
—WHY GAMBLE? 


A national advertising campaign — proper 
merchandising and sales helps — territorial 
Protection — standard prices throughout the 
country—plus a quality item. That's ESICO, 
You can’t help but make a profit by featuring 
the ESIGO ‘‘Green Label’’ soldering irons. 
Why gamble with your profits when a profit is 
guaranteed by the only ‘‘properly merchan- 
dized”’ soldering iron line—standard for more 
than a decade? 

Put your soldering trons on a paying basis! TODAY, 
order the FREE Esico display that features four of the 
popular Green Label trons. 

ELECTRIC SOLDERING IRON CO., Inc. 

342 West 14th Street, New York City 
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INSULATED 
STAPLES 


Packed 50 and 100 to a box 
Also in 5 colors, 40 to a box 


Sole Manufacturers 


S. H. COUCH COMPANY, INC. 


North Quincy, Mass. 





SOLD THROUGH WHOLESALERS 











THE 
ORIGINAL | s 
I, Bums EY | 


SOLDERING | &urirarst 
PASTE ——- 

A uniformly good paste, that has 37 

years of success behind it, is the right 

one to carry. Burnley’s has a fine repu- 

tation and costs no more. Stock it with 


confidence — it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 
North East, Pa. 


& ie = eT 
RKLEY SOLDERING PH 











‘“*ELECTRICAL 
CONTRACTING”? 
for PANTHER and 
DRAGON TAPE 
ADVERTISEMENTS 

















A “Best Seller’’ 


Verified Directory 
of 
Electrical Wholesalers 


Ninth Edition 
(Completely Revised) 


Order from 


The Electrical Trade Publishing Co. 
330 W. 42d St. New York City 
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TRUMBULL CAN SOLVE YOUR 
SWITCHBOARD PROBLEMS 










DEAD FRONT BOARDS 


Streamline in appearance with 
modern circuit protective devices 


of all types and ampere ratings. 











Above is a testing switchboard arranged so that any 
voltage from 3/10 of a volt to 600 volts may be obtained— 
by 3/10 volt steps—for the 48 circuits. 

At the right is a live front generator switchboard. Note 
the neat, compact arrangement for positive control and 
protection. 

Below is a typical dead-front switchboard. Feeder 
switches are of the FOI (Front operated interlocking) 
type, each circuit being metered by both indicating and 
integrating instruments. 




















The Trumbull Electric Mfg. Co. with switchboard 
plants at Plainville, Ludlow, Los Angeles, San Fran- 
cisco, and Seattle, is strategically located to serve your 
switchboard requirements. 


Engineers from these plants and conveniently located 
branch offices are always available to discuss YOUR 
PARTICULAR SWITCHBOARD PROBLEMS as to 
design, construction, and cost. 


Switchboard Manual giving a wealth of detail and 
engineering information is available. 


Write for Bulletin No. 101. 


Las TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE venniveinicens: lb otitis CONNECTICUT 


AALAY Jo P IGELE: Ls ) i 
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